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AIR CONDITIONING & REFRIGERATION NEWS, 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 


PAYMENT in advance is required for 
advertising in this column. 


REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


DISPLAY CASE and commercial refrig- 
erator salesman wanted by manufacturer 
of nationally known line. Must have 
extensive experience in this industry. 
Man selected must qualify as divisional 
field representative calling on distribu- 
tors. Organization ability essential Free 
to travel extensively ... bond required 
. .. Salary ... expenses .. . bonus. 
Send full details and photograph. Con- 
fidential. Box 1079, Air Conditioning & 
Refrigeration News. 


TWO MANOFACTURERS Representatives 
wanted for the New England and South 
Atlantic territories by manufacturer of 
most complete line of refrigeration; air 
conditioning, and heating surface. Liberal 
commission basis. Applicants may have 
a companion line. Box 1080, Air Condi- 
tioning & Refrigeration News. 


POSITIONS WANTED 


COLLEGE GRADUATE, physics, mathe- 
matics, engineering drawing. One year 
graduate physics, research, State Univer- 
sity, Iowa. Graduate Refrigeration & Air 
Conditioning Institute, Chicago, heating, 
ventilation, refrigeration, air conditioning. 
Wants position with manufacturer or dis- 
tributor air conditioning layout or con- 
trols. Willing to travel. Begin $150 
month. Will work in every way in 
interest of employer. Over 5 years’ prac- 
tical electrical experience; also taught 
electromechanics 6 years in large high 
school. At present hold position mid- 
western college maintenance refrigeration 
and electrical equipment. Married, willing 
to. move anywhere, prefer eastern U.S. 
HARLAN PORTER, Grinnell, Iowa. 


EQUIPMENT WANTED 


WE ARE in the market to purchase any 
quantity of surplus refrigerator parts, 
such as controls, expansion valves, and 
motors to be used in _ reconditioning 
household electric refrigerators. When 
writing, please mention model numbers. 
All merchandise for cash, f.o.b. your 
warehouse. INTERSTATE REFRIGER- 
ATOR CORP., 96 Fifth Avenue, New 
York City. Gramercy 7-6745. 


REPAIR SERVICE 


GRUNOW_ SERVICE sInstructions—How 
to repair all models Grunow Refriger- 
ators explained fully in nine mimeo- 
graphed pages. Simplest of all domestic 
refrigerators to repair. Send $2.00 (check, 
money order or C.O.D.) for instructions 
and data. GREGORY REFRIGERATION, 
522 Gregory Ave., Passaic, N. J. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our’ guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 436 West 57th Street, New York City. 


wearer or, 


Valves and Fittings 


Kerdtest Manufacturing Co 
Pittsburgh, Pa. 


“Listen Boss — 


Here's How 
You Can Get 


TRAINED Men” 


U.E.I. Free Place- 
ment Bureau _ will 
put you in touch 
with a trained, com- 
petent worker. U.E.I. 
trained men have 
miaue good as shop mechanics, installation 
and service men in this industry for 12 
years. This service is Free to you and 
prospective employee. Try it. 


UTILITIES ENGINEERING INSTITUTE 


494 N. Wells St. Established 17 West 60th St. 
Chicago, Illinois 1927 New York, N.Y. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device _ repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


ELECTRIC MOTOR repairing, armature 
and stator rewinding on all refrigeration 
and air conditioning motors, A.C. or D.C. 
Pick-up and delivery service. All work 
guaranteed. Motors bought and _ sold. 
Burnt out motors bought. Prices on re- 
quest. COMMERCIAL MOTOR SERVICE 
CO., 601 West 26th St., New York, N. Y. 


WORLD’S LARGEST Rebuilders of 
hermetic units. Specializing in Majestic, 
G. E., Westinghouse, Grunow, Frigidaire, 
Kelvinator, Gibson, Crosley, Norge, Spar- 
ton, Leonard, Coldspot, Stewart-Warner, 
ete. Dealers exchange price $30.00 with 
18 months’ written guarantee. Parts for 
Grunows and Majestics. G & G GENUINE 
MAJESTIC REFRIGERATOR AND RA- 
DIO PARTS SERVICE, 5801 Dickens, 
Chicago. 


GENERAL ELECTRIC and Westinghouse 
hermetic units rebuilt. Guaranteed un- 
conditionally for one year and returned 
to you refinished like new. Units are 
entirely disassembled in our large modern 
shop, tested through every step of pro- 
duction during rebuilding with the most 
complete test equipment for accurate 
work, then subjected to exhaustive run- 
ning tests under actual operating condi- 
tions. Each unit measures to exacting 
standards after rebuilding. Prices $30.00 on 
General Electric DR-1, DR-2, and West- 
inghouse; $35.00 on General Electric DR-3. 
Quotations furnished on other models. 
Quick service—guaranteed work. RE- 
FRIGERATION MAINTENANCE CORP., 
321-27 East Grand Avenue, Chicago, III. 


ATTENTION — GRUNOW Compressors 
completely rebuilt! Former Grunow fac- 
tory field engineer—Jack H. Shinberg—in 
charge of complete rebuilding and service 
shop under factory authorized supervision. 
All compressors rebuilt with latest design 
vanes—vane_ springs—oiling device and 
unloaders. Only $15.00—nothing additional 
for burnt stators. GRUNOW FACTORY 
AUTHORIZED SERVICE, 1915 Shattuck 
Avenue, Berkeley, California. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Kelvinator Ends Capital 
Branch Retailing 


(Concluded from Page 1, Column 5) 

retirement from the retail field, the 
company is lining up with the gener- 
ally accepted practice of distributors 
of refrigerators and major appli- 
ances in this territory. 

Wholesale activities of the com- 
pany will be confined to domestic 
appliances, including refrigeration, 
ranges, laundry equipment, and water 
heaters. 

D. A. Dimitry, who has directed 
the operation here since its inception, 
continues as branch manager, and 
will supervise the operation of the 
entire territory served, concentrating 
on sales and sales policies. A. O. 
Price continues as assistant branch 
manager and comptroller, having 
general supervision and specializing 
on credits, etc. 

R. J. Nicholson, who has_ been 
acting in the capacity of sales man- 
ager, has been assigned to special 
dealers and apartment house field. 

A. L. McMillan, formerly with the 
local Frigidaire organization, has 
joined the Kelvinator branch staff 
to work on dealer sales and develop- 
ment in the Baltimore county terri- 
tory. Louis Young has been assigned 
similar duties in the so-called provin- 
cial territory. 

H. Lane Cook will have charge of 
commercial unit liquidations, R. D. 
Mayne is general accountant and 
chief clerk in charge of office statis- 
tics, and W. A. Stevens is service 
manager of the Baltimore operation. 

Major appointments in the Wash- 
ington office include the naming of 
J. L. Jeffries to handle contacts in 
metropolitan Washington and north- 
ern Virginia, G. A. May to handle 
building and apartment house sales 
in the territory, and Paul Filler to 
cover parts of metropolitan Wash- 
ington and southern Maryland. 

Miss R. V. Mathews is chief ac- 
countant for the Washington office, 
and R. J. Gerwe is service manager. 


Write For ‘4 
efrigeration And Air Conditioning Division, Evansville, Ind. 


Seueeeeee—Servel, inc., Electric 


OCTOBER 5, 1938 


Suggestions Given To 
Fire Chiefs on Safety 
Devices For Systems 


(Concluded from Page 1, Column 2) 

is relatively small with respect to 
the total cost of the installation. In 
deciding upon an_ air-conditioning 
system, however, the difference in 
cost in this one item alone may mean 
the difference between long useful- 
ness and a system that will soon 
need revamping.” 

Mr. Lewis said that while care- 
lessly and thoughtlessly built appara- 
tus may present “certain difficul- 
ties, the safety of the duct system, 
through which the air is distributed, 
may be assured by the use of pro- 
tective devices.” 

Among the fire control measures 
suggested by Mr. Lewis were the 
consideration of unitary equipment 
or large central-type systems to 
meet the special conditions for such 
public places as banks, hotel public 
rooms, theaters, and large stores; 
elimination of inflammable materials; 
use of non-combustible materials; 
periodic cleaning of duct systems; 
automatic operation of sprinkler sys- 
tems to shut down fans after fire 
breaks out; and the use of non- 
combustible filters in the systems. 

“The greatest opportunity for im- 
provement seems to lie in the direc- 
tion of uniformity of safety require- 
ments throughout the country,” he 
emphasized. “With uniformity of 
practice, safety devices may _ be 


standardized and perfected to a far 
greater degree and the lower costs 
which always follow standardization 
will lead to still better practice.” 

In conclusion, the Carrier chief 
engineer pointed out that in the 36 
years air conditioning has been in 
general use, “the record shows that 
good practice in design and installa- 
tion and in the use of well known 
and protective devices provides for 
a high degree of public safety. 

“Progress is being steadily and 
continuously made in the air-condi- 
tioning industry for both systems 
handling large volumes of air and 
hence requiring large vertical air 
shafts or ducts, and systems employ- 
ing units in which each floor or each 
individual space of a large establish- 
ment is interconnected by water 
piping only or by much smaller ducts. 

“It is not unlikely that many of 
you have not been aware of this 
very definite trend. 

“The cooling tower was dressed 
up so that it could be used for 
buildings like Radio City and the 
evaporative condenser was perfected 
by air-conditioning people long be- 
fore air conditioning caused an un- 
warranted uneasiness about water 
shortage.” 


Atlanta Sales Manager 
For Frigidaire Dies 


ATLANTA~—Ralph O. Bennington, 
Atlanta sales manager for Frigidaire 
division of General Motors Sales 
Corp., died suddenly on Sept. 17 at 
his home, 1082 Bellview Drive here. 

Resident of Atlanta for the past 
four years, Mr. Bennington was a 
native of Fort Wayne, Ind. 


New Hermetic Compresso, 
Developed By Tecumseh 


(Concluded from Page 1, Coluinn 4) 

reciprocating, single-cylinder type 
Freon-12 is the refrigerant that \yi) 
be used in all models. 

Tecumseh officials claim that the 
new unit has a number of engineer. 
ing features which will result in 
increased efficiency and lowered Oper. 
ating cost. 

Other features claimed are com- 
pactness, which will make the unit 
suitable for self-contained commer. 
cial boxes; quietness of operation 
and submersion of moving parts jp 
oil. 


Butzloff New Westinghouse 
Refrigeration Sales Mgr. 


(Concluded from Page 1, Column 4) 
Westinghouse for the past five and a 
half years and has spent all of this 
time in refrigeration activities, 

Previous to his affiliation with 
Westinghouse he spent seven years 
as an executive of the Stover Co, in 
Chicago and with the Electric Equip. 
ment Co. of Davenport, Iowa—poth 
electric refrigeration distributors, 

Mr. Butzloff was born in Browns, 
Iowa, received his early schooling at 
the local high school and academy 
and later was graduated from Cornel] 
college with the degree of BS, in 
Education. After graduation he 
served six months in the army then 
seven years in the banking and 
insurance business. 
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Note — Capillary Tubes 
on A-P Valves are not 
Sensitive to Temperature 
Changes. Another reason 


for A-P Valve Accuracy. 


op CUSTOMER COMFORT .. 


A-P controlled Customer Comfort increases shoe sales 
for the Stone Shoe Company! To you Installing and 
Service Engineers A-P Valves also offer new sales and 
profit because their dependability on every installation 
is a boast to your reputation for good engineering. 


Your customer has a right to expect trouble-free opera- 
tion from his investment in Air Conditioning and 
Refrigeration. One way to assure this service over the 
longest period of time is the use of an A-P Valve in 
every control position. Install A-P Thermostatic Expan- 
sion Valves or Solenoids on your next job — you'll 
understand, then, why leading engineers praise them 


so enthusiastically. 


AUTOMATIC PRODUCTS COMPANY 


2450 NORTH 


MILWAUKEE 


THIRTY — SECOND 


STREET 


@ WISCONSIN 


Export Department, 100 Varick Street, New York City 


Refrigeration Parts Jobbers, Who Recognize Quality, Stock fp} Controls 


DEPENDABLE 


THE BYWORD FOR A-P VALVES 


Installation .. . 
Stone Shoe Company 


Cleveland, Ohio 


Equipment .. . 
Carbondale 


Sold and Installed by . . . 
Avery Engineering Company 
Cleveland, Ohio 


Valves.... fip) 


Purchased Through .. . 
Harry Alter Company 


Ne. 7388 8 Ne. 78 
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THE COLD 
CANVASS 


|__— By B. T. Umor 
Ouch! 


Poole, vice president of 


Gard) é 
the An rican Society of Refrigerat- 
ing Encineers and president of the 
technic’) board of the Institut Inter- 
nationa' Du Froid, reports that the 
Japanes* government has requested 


the postponement of the Eighth 
Interna‘ ional Congress of Refrigera- 
tion, which was scheduled to be held 
in Tokyo in 1940, and that tentative 
plans have been made for holding 
the Congress in Berlin. To old BTU 
it looks like the Froid had jumped 
out of the frying pan into der feuhrer. 


* * #* 


Prosecutor Tom Dewey isn’t the 
only one who’s sorry the Hines trial 
ended so suddenly. Air conditioning 
of the courtroom during the case 

s “By Courtesy of the Standard 
Air Conditioning Co.” Now that the 
trial is over, the company’s large 
courtesy card—and, of course, the 
equipment—have had to be removed 
from the premises. There ought to 
be some spirited bidding for the 
“cooling concession” at the re-trial. 


* * * 


American Dreyfus 


Perhaps you remember the famous 
case of Captain Dreyfus, the French 
officer who was court martialed on 
false evidence, sent to Devil’s Island, 
and later dramatically vindicated by 
Emile Zola. Recently Paul Muni 
brought it all back to life again in 
“The Life of Emile Zola.” 

Well, Jim Beckman, director of 
publicity for Crosley, believes he has 
an American counterpart of this 
case. It concerns Captain Oberlin M. 
Carter, the brilliant Army engineer 
who supervised the construction of 
the harbor at Savannah, Georgia, 
and who was court martialed in 
1899 for alleged frauds in connection 
with contracts for harbor work. 


Jim has long been a foe of courts 
martial, and back in 1919 he raised 
so much Cain about courts martial 
in France that a Congressional in- 
vestigation was instigated, resulting 
in a considerable revision of court 
martial procedure. 


And now Jim has gone to bat for 
the 82-year-old Capt. Carter. Rep. 
Thomas A. Jenkins of Ironton, Ohio, 
Will take up the fight in Congress. 
Jim is getting out press releases. 
Sample passage: 


“Those responsible have skulked in 
the dark and hid in their holds so 
that the people could not see how | 
big their eyes are, how large are | 
their mouths, how long their teeth. | 

“IT accuse them of fraud, of forgery, 
of cowardice, of being assassins in | 
the dark. Force the cowards to come 
forward in the light of truth.” 


* * ** 
Crowding The Heroes’ Bench 
Patriotic organizations looking | 


around for somebody to pin a medal | 
on neei go no further than Mr. 
Mudianna Esto of Aliquippa, Pa.—a 
man who doesn’t believe the govern- | 
Ment owes him a living. 


Esto ‘San Italian laborer down 
on his lick. Without resources and 
unable ') get a job, he reluctantly 
‘ccepts \clief. Then, instead of com- | 
pulang about the smallness of his | 

®ck, |!» sets about to justify the 


et re the government makes 
or his comfort. 

— s icets in his neighborhood are 
con ‘he gets a broom and cleans 
ond t _My bread, it tastes sweet, | 
weet” ay like a man, because I _ 
his nd _ © Says. Esto may not be > 
real ~ name, but certainly he’s a | 
multitua, And in these days of | 
ated unous and often unappreci- | 

relic 


of th ‘f activities, his association 
Seon, Sweetness of bread with the | 
: y of labor needs just about all | 
emphasis it can \ get. 


| of the cost department, 
| methods in five plants and superin- 
| tendent of the tube plant. 


Electrical Leagues 


Meet Nov. 17-19 
In Philadelphia 


PHILADELPHIA — “Fundamen- 
tals of Merchandising Electrical 


Appliances” will be among the topics | 


to which members of the _ Inter- 
national Association of Electrical 
Leagues will devote attention during 
their third annual conference in the 
auditorium of the Electrical Associa- 
tion of Philadelphia here Nov. 17 
to 19, inclusive. 

The appliance merchandising dis- 


cussion is scheduled for the morning | 


open session of Nov. 18. Another 
question to be ccnsidered at the same 
meeting is “Service Possibilities of 
Leagues and Opportunities for 
League Managers.” 


(Concluded on Page 16, Column 1) 


August Stoker Sales 
Total 12,859 Units 


WASHINGTON, D. C.— August 


sales of domestic and commercial | 


stokers totaled 12,859 units, accord- 
ing to figures released by Director 
William L. Austin of the Bureau of 
the Census, Department of Com- 
merce. 

Reflect:ng a seasonal rise from 
9,061 stokers sold in July of this 
year, the August total is slightly 
under the total of 13,459 units sold 
in August, 1937. Sales were well 
above the 1936 total of 9,557 units. 

Stoker sales in the first eight 
months of 1938 totaled 46,116 units 
in all classes. During the January- 
August period of 1937, 54,550 units 
were sold, and 36,238 stokers were 
sold in the same period of 1936. 

Stoker figures released by the 
Bureau of the Census consist of a 
summary of the business of 112 
manufacturers, said to represent ap- 
proximately 95% of the equipment 
produced by the industry. 


Factory Manager Named 
By Universal Cooler 


DETROIT — Ward W. Swarthout 
has replaced Walter H. Wendell as 
factory manager of Universal Cooler 
Corp., Mr. Wendell having resigned 
to accept the position of president 
and general manager of the Applied 
Arts Corp. of Grand Rapids, Mich. 

Mr. Swarthout, the new factory 
manager at Universal Cooler has 
been manager of the refrigeration 
division of Sparks-Withington Co., 
Jackson, Mich., for the past three 
years. He started with that company 
in 1918 and held various positions 
from clerk and tool maker to chief 
chief of 


Cooled Commercial School 


Attracts Summer Students 


LINCOLN, Neb.—Summer § school 
proved more popular than the usual 
hot weather vacation in the Lincoln 
School of Commerce this summer, 
according to W. A. Robbins, presi- 
dent, because the students studied in 
air-conditioned classrooms. 


Writing to W. O. Jones of the | 


Syracuse Secretarial school, Mr. 


| Robbins said: 


“A number of the students who 
were with us in the spring term, who 
would otherwise have taken vaca- 
tions and returned in the fall, have 
stayed right through for the summer 
school work.” 

Mr. Robbins said the air condition- 
ing not only made summer school a 
substitute for vacations, 
provided “working conditions which 
seemed to us ideal” and that stu- 
dents were “able to accomplish a 


_ great deal more in their studies.” 


but also | 


| 


Dealers Driving 
To Sell 30,000 
Ranges In Oct. 


Bureau Gives Figures on 
Average Monthly Cost 
As Final ‘Ammunition’ 


NEW YORK CITY—With the sale 
of 30,000 electric ranges and 8,000 
electric hot water heaters as its goal, 
the “Discovery Month” campaign 
sponsored by Modern Kitchen Bu- 
reau during October got under way 
last week in many sections of the 
country. 

Bureau officials are confident that 
new high sales marks for both appli- 
ances will be established during the 
month. Idea back of the drive is 
that discovery didn’t end with Colum- 
bus, and that, properly presented, the 
advantages of electric cookery and 
water heating can be “discovered” 
by many housewives this month. 


Sales quotas for the campaign 
have been broken down into quotas 
for each cooperating utility territory, 
based on October sales last year. 

Weekly sales reports will be sent 
in by each cooperating utility com- 
pany, one to Modern Kitchen Bureau 
headquarters and the other to the 
MKB regional director. Reports for 
cenerenne 4 on } ome 11, Column 4) 


Dealers ad Protests 
On RCA Advertising 
Of Set Allowance 


NEW YORK CITY—Violation of 
the Feld-Crawford fair trade agree- 
ment contract between Bruno-New 
York, Inc., local RCA _ distributor, 
and the more than 600 dealer- 
members of the League of Metro- 
politan Appliance Dealers is charged 
in a telegram sent to the office of 
David Sarnoff, RCA-Victor president, 
by Paul E. Jappe, secretary of the 
League. 

Text of the telegram, dated at 
Jamaica, N. Y. Oct. 5, follows: 

“New model RCA Victor U-125 
now being announced is violation 


(Concluded on Page 13, Column 1) 


‘Landlord’ Boils as ‘Tenants’ 
Keep Cool & Collected 
In Ice Box ‘Apartment’ 


REDDING, Calif.—R. V. Christian 
has filed suit in superior court here 
to make Mr. and Mrs. John L. Light- 
foot move out of his refrigerator. 

Christian charges that the Light- 
foots have been living in a $1,500 
ice box owned by him. He hired the 
Lightfoots to operate the refriger- 
ator, Christian says, but instead they 
cut a hole in it for a window and 
moved in, bag and | baggage. 


N. Y. Distributors To 
Delay Co-op Drive 
Until Next Spring 


NEW YORK CITY—Although they © 


are confident of a sales upturn this 
fall, members of the Electric Refrig- 
erator Association of New York have 
decided to defer until next spring 
the resumption of the large-scale 
campaign which they launched earlier 
in the year to spur sales. 


The campaign, which was_ in- 
augurated at the beginning of sum- 
mer, was curtailed when distributors 
decided that business conditions and 


(Concluded on Page 18, Column 8) 


Nash- ee dened 
Opens Auto Plant 


RACINE, Wis. Nash Motors 
division of Nash-Kelvinator Corp., 
reopened its various factories Oct. 10 
after an agreement had been reached 
in a 82-hour conference between 
company officials, members of the 
UAW executive board, and union 
officers. 

The settlement meant that 7,000 
workers returned to their jobs after 
seven weeks of idleness caused when 
a labor dispute closed the plants 
Aug. 22. 

The difference arose when _ the 
Racine auto workers union protested 
against Nash-Kelvinator’s plan to 
close the plant here and concentrate 
all Nash and Lafayette automobile 
work in the factory at Kenosha, Wis. 


The Racine plant will be operated 
as a parts division, employing about 
200 of the 1,800 local employes, 
declared Richard Frankensteen, in- 
ternational UAW vice president. The 
remaining 1,600 men will be em- 
ployed at the Kenosha factory, Mr. 
Frankensteen said. 

Meanwhile in Detroit, George W. 
Mason, Nash-Kelvinator president, 
announced at the Nash distributors’ 
annual convention that production 
of the 1939 lines of Nash cars was 
scheduled to begin Oct. 11. 


Work will be rushed, Mr. Mason 
said, and full-time employment for 
some time to come is assured the 
Nash employes in the plants at 
Racine (parts), Kenosha _ (produc- 
tion), and Milwaukee (bodies). 


August Carolina Sales 
Ahead of 1937 


RALEIGH, N. C.—-August major 
appliance sales of dealers associated 
with Carolina Power & Light Co. 
were generally above sales during 
August, 1937, according to figures 
released by S. P. Vecker, general 
sales manager of the utility. 

Refrigerator sales totaled 791, 
compared to 756 for the same month 
last year; range sales were 256, 
against 225; water heater sales were 
68, oomngqene to 67 for August, 1937. 


Prospects Learn All About Maden desi 
And Have Fun Doing It In Puzzle Contest 


GRAND RAPIDS, Mich.—Solving 
the problem of how to get fall major 
appliance prospects for H. F. Cole, 
Inc. here is a “Solvebration’” which 
capitalizes on the public’s fondness 
for cross-word puzzles to arouse in- 
terest in various appliances—and get 
across sales points. 

Held for the first time last year 
in connection with Westinghouse 
products, the ‘“Solvebration” drew 
1,200 entries; this year’s competition; 
with Norge products featured, is 
expected to draw at least 1,500 
entries. 

Announced to the public in large- 
size newspaper advertisements, the 
“Solvebration” consists of a cross- 
word puzzle which must be filled in 


and brought to the Cole headquarters 
by contestants. 

Made up by Mr. Cole and his as- 
sistants, the puzzle is_ cleverly 
worded to bring out salient sales 
features of the various appliances 
being stressed in the contest. This 
year’s contest, for example, works 
in the Cole name and its association 


with Norge appliances, and _in- 
cludes the words “Autobilt” (for 
washers), “refrigeration,” “ranges” 


and “heaters,” a new product which 
Cole is pushing at the present time. 

First prize in the competition is 
the winner’s choice of a Norge elec- 
tric refrigerator or range; second 
prize is an “Autobilt” washer; third, 


(Concluded on Page 4, Column 4) 
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TWENTY CENTS PER COPY 


Cleveland Show 
Will Introduce 
New Dairy Units 


Refrigeration Exhibits To 
Play a Large Part In 


Show Starting Oct. 17 


CLEVELAND — Manufacturers of 
refrigeration equipment will be repre- 
sented by more than a _ score of 
exhibits at the eleventh Dairy Indus- 
tries Exposition, which opens in the 
Public Auditorium here on Monday, 
Oct. 17 for a six-day run. Upwards 
of 300 firms will show their products 
at the exposition, which is sponsored 
by the Dairy & Ice Cream Machinery 
& Supplies Association. 


More than 15,000 men and women 
interested in dairying and dairy 
industrial enterprises are expected to 
attend the show. Annual conventions 
of the International Association of 
Ice Cream Manufacturers, the Inter- 
national Association of Milk Dealers, 
National Association of Retail Ice 
Cream Manufacturers, and Interna- 
tional Association of Milk Sanitarians 
will be held during the week of the 
exposition. 

In addition to these, 15 institutions 
in the dairy commercial and educa- 
tional fields will have representation 
in the city. While the general public 
will not be admitted to the exposi- 
tion, arrangements have been made 
to have a group of selected educa- 


(Concluded on Page 5, Column 1) 


AsrE Food Meeting 
To Open Oct. 20 


KNOXVILLE, Tenn.—Subjects of 
a practical nature, ranging from 
rural electrification and farmers’ 
lockers to the packaging of frozen 
foods and other problems in the 
technique of food freezing, will make 
up the program of the Food Preser- 
vation Conference to be held at the 
University of Tennessee Oct. 20 and 
21. 

The program is being sponsored 
by the University of Tennessee in 
cooperation with the American So- 
ciety of Refrigerating Engineers. 
Mack Tucker of the Tennessee Valley 
Authority is chairman of the local 
conference committee, and C. E. 
Ferris and R. B. Taylor are other 
members. 

Large attendance is expected from 
men in all branches of the refriger- 
ated food _ industries, particularly 
those in the midwestern section and 
in Tennessee and adjoin'ng states. 
All sessions will be held in Ferris 
Hall auditorium at the university, 


(Concluded on Page 16, Column 2) 


Carrier Debenture Issue 
Filed For Govt. Approval 


NEW YORK CITY—Registration 
statement on Carrier Corp.’s_ pro- 
posed issue of 10-year 4%% con- 
vertible sinking fund debentures, due 
Oct. 1, 1938, was filed Oct. 3 with 
the Securities & Exchange Commis- 
sion under the Securities Act of 
1933. In the normal course of busi- 
ness, the issue should reach the 
market during the week of Oct. 24. 

Proceeds of the issue will be used 
for the retirement of the present 
$1,500,000 loans, with the remainder 
added to working capital, according 
to L. R. Boulware, vice president and 
general manager of the company. 

Offering price and conversion rate 
will be fixed in negotiations with the 
underwriters at a date close to the 
time of the offering. Prospective 
underwriters shown in the registra- 


(Concluded on Page 16, Column 4) 
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3-Month Rural Sales Compaign During 


‘Money Season’ of 


In Carolinas By Utility & Dealers 


RALEIGH, N. C.-A_ four-point 
rural sales development program 
covering the three months from 
Sept. 26 to Dec. 25-—the so-called 
“money season” for farmers—has 
been launched by Carolina Power & 
Light Co. in collaboration with repre- 
sentatives of the rural electrification 
agencies of the two Carolinas. 

Fourfold objective of this program 
follows: Extension of service to every 
possible unwired home existing along 
present rural lines; connecting of all 
homes which were wired at the time 
rural extensions were made _ but 
which have not applied for electric 
service; reconnecting of all idle serv- 
ices; increased use of electric service 
among present customers. 

To accomplish the first objective, 
the utility’s rural salesmen will con- 
tact prospective farm customers and 
sell them on the idea of wiring their 
homes with the view of obtaining 
immediately the benefits of electric 
service. In these sales arguments, 
stress will be placed on the cheap- 
ness of electrical service. 


PROMOTE WIRING 


Utility representatives will work 
closely with electrical contractors in 
an effort to expedite wiring installa- 
tions. They will not, of course, 
recommend any particular contrac- 
tor, but instead will work with the 
prospect in carrying out his desires 
after a competent contractor has 
been selected, and will cooperate with 
the contractor chosen so that wiring 
may be completed and service con- 
nections made as speedily as possible. 

To facilitate location of prospec- 
tive customers, a list of all exten- 
sions constructed since 1935 has been 
compiled. This list shows the exten- 
sion number, original estimate of 
customers, number actually con- 
nected, number of customers using 
more than the m:nimum service, and 
the number and percentage of those 
us.ng less than the minimum service. 

With this information at hand, the 
personnel assigned to the rural sales 
development work will be able to 
determine at a glance those exten- 
sions which offer greatest possibili- 
ties for development and which thus 
deserve prior attention. 


UP POWER LOAD 


Not only will copies of this list 
be furnished to the utility’s own 
personnel, but they also will be 
supplied to members of organizations 
with allied sales interests which plan 
to participate in the activity. Aid of 
allied selling interests also will be 
enlisted in the attack on objective 
No. 4—increased use of electric 
service among present customers. 
The drive towards objectives No. 2 
and No. 3, however, will be conducted 
by the utility alone. 

Use of the utility's two demon- 


ANY WHERE 


You’re always near a source of 


Art iC 
iver 

(DU PONT METHYL CHLORIDE) 
Prompt delivery in 20-, 60-, 90-, or 


130-Ib. cylinders from adequate stocks 
in principal cities. 


WON 


E. L. du Pom de Nemours & Co., Inc. 
THE R. & H. CHEMICALS DEPT. 
Wilmington, Delaware 
ARTIC—the preferred Methyl 
Chloride for Service Work 


Farmers Conducted 


Stration coaches has been discon- 
tinued, and the salesmen in charge 
of these coaches, along with other 
salesmen serving formerly in the 
residential sales department, have 
been assigned to rural sales develop- 
ment work. Services of rural sales 
representatives will be augmented 
by those of regular residential sales- 
men, special arrangements having 
been made for compensating all sales 
people for results securea in connec- 
tion with activity. 

Heading the list of allied interests 
which will be encouraged to partici- 
pate in the program are electrical 
contractors, who will be urged to 
actively solicit house wiring con- 
tracts in accordance with the lists 
of prospective customers furnished 
them by the utility. 

Electrical dealers, who also will 
be supplied with these prospect lists 
and with names of additional rural 
customers as they are obtained dur- 
ing the drive, will be urged to 
capitalize on this opportunity for 
increased sales. 


DISTRIBUTORS COOPERATE 


Distributors have agreed to co- 
operate with their dealers in a con- 
certed effort to develop this market. 
One distributor is even planning a 
rural sales activity to run concur- 
rently with the utility’s promotion. 
This activity is designed to be of 
especial assistance in building up the 
utility’s load by adding new appli- 
ances to its lines. Another distribu- 
tor is equipping a demonstration 
truck with water pumping systems, 
and will confine his activities with 
this promotion to the area served 
by the utility. 

A roster of personnel directing 
federal, state, and county farm and 
agricultural activities in the territory 
served by the utility has been com- 
piled with the view of obtaining the 
cooperation of all such agencies. 
Assurance already has been given by 
those in charge of state-wide activi- 
ties along these lines that county 
and local agents will work closely 
with the company in its rural sales 
drive. 

No special course of training will 
be instituted for this rural sales pro- 
gram, for salesmen assigned to this 
work will be transferred from the 
residential sales organization, thus 
assuring prospective rural customers 
an intelligent sales and service pres- 


entation of all matters pertaining to . 


rates, service policies, and appliances. 


SALES TRAINING 


Sales training information in con- 
nection with the new services will 


be offered as often as the occasion | 


arises. It is understood, also, that 
dealers will assign experienced sales- 
men to this work, augmenting the 
trained utility personnel. Members 


of cooperating agencies will be sup- 


plied by the utility with all necessary | 


information. 

Salesmen assigned to the rural 
sales development project will report 
directly to district managers, just as 
do residential salesmen. 


Refrigeration Tubes 
for difficult jobs! — 


‘THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH 
General Offices. Woterbury, Conn 


| 
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60% of Prospects Select Refrigerator 
From Advertising, Survey Indicates 


By R. C. Cosgrove, Manager, Household Refrigeration Department, 
Westinghouse Electric & Mfg. Co. 


RECENT survey indicates that 

60% of the electric refrigerator 
purchasers have already decided upon 
the particular brand or “make” they 
want before they open final negotia- 
tions with a dealer. In other words, 
six out of every 10 Westinghouse 
electric refrigerator owners have re- 
cently told us that they had made up 
their minds to buy this one brand 
before they knew many of its fea- 
tures. 

This high average of ‘“pre-sold”’ 
prospects is significant as it reveals 
the importance of national advertis- 
ing and the power of a “name.” 


It also indicates the necessity of 
selling strategy at the point of sale. 
The dealer becomes a most -potent 
agency, and an agency upon which 
the distributor and manufacturer 
must depend to present a strong and 
convincing enough presentation to 
swing the prespect’s preference in 
case this prospect has already de- 
cided on a competitive line. The 
dealer represents our last line of 
defense and it is our responsibility to 
help him become as effective as 
possible. 

In addition to proving that na- 
tional and institutional advertising is 
of the utmost importance and is 
instrumental in influencing each 60% 


Answer: 
ere eae eee 25% 
Inconvenience of ice...... 24% 
Electric refrigeration 

fh EE ise Fane ORS TS 6 14% 
Avoid spoilage .......... 10% 
Other methods unsanitary. 8% 
OPA 460 BIIBE oov0s sdccecwee 5% 


REA power now available. 2% 

Various other 2% 

Question: What fact impressed 
you most about your Westinghouse 
refrigerator that was brought out at 
the time of purchase, or that you 
noticed in Westinghouse advertising ? 


Answer on Construction: 


BUGGY MORSE ci csc cac nsec. 31% 
Exterior appearance ..... 22% 
THURMGIAWOr 605i cies 9% 
Hermetically sealed ...... 8% 
Sturdy construction ...... 5% 
THterIOr GOMIEN 2.26 .00508. 5% 
Miscelaneous ..6...:0...5 5% 
Answer on Operation: 

Low operating cost....... 27% 
CUE) Ban en eee eee 10% 
Cube release feature...... 5% 
Temperature regulator .... 5% 
Low running time........ 4% 
Answer on Reputation: 

Westinghouse name ...... 18% 
Advice of friends......... 10% 
Sales presentation ....... 4% 
Miscellaneous ............ 4% 


- Why People Buy Refrigerators 


No survey can predict accurately just why people will buy 
an electric refrigerator, but a survey can demonstrate why they 


do buy electric refrigerators. 


Such was the information obtained in the survey which is 
discussed by Mr. Cosgrove in this article. It may well be of help 
to dealers and salesmen in giving them some idea of what to 
stress in their sales presentation to prospective purchasers. 


of the prospects, this survey a!so 
indicated some other valuable sales 
information. 

We wanted to find out, first of all, 
what influenced the sale and then 
just how the features of “reasons 
why” met the customer’s expectations 
after use in the home. Accordingly 
we placed a questionnaire in the first 
10,000 refrigerators sold this year. 
We have received 1,026 replies, or 
a little more than 10%, which indi- 
cates, I believe, the great amount of 
interest of the average homemaker 
in this particular major appliance. 


In many cases the percentage of 
favorable mentions of a feature after 
use were greater than given consid- 
eration before purchase. From this 
we might assume that lack of 
dramatization or convincing proof 
was made of the feature’s merit at 
the time of sale or the purchaser 
just wouldn’t believe except by her 
own use in her own kitchen until she 
used it herself. 


For example the ‘meat keeper,” 
highlighted in our advertising, was 
mentioned in 31% of the replies as 
influence to the sale, yet was given 
35% of the mentions after use. In a 


| like manner low operating cost from 


27 to 31%, 
21%. 

Here is a summary of the ques- 
tions and answers: 


Question: What method of refrig- 


the Humidrawer 9 to 


| eration did you use previously? 


Answer: 

See ee 71% 
pO rrr 22% 
et ee ee ee 3% 
ee ee 3% 
ee ee 1% 


Question: What was your principal 
reason for making a change: 


Question: Now that you have actu- 
ally used your Westinghouse refrig- 
erator, what features about it do 
you like best? 


Answer: 


ot | a er 35% 
Low operating cost....... 31% 
ae ae aoe 27% 
GQiuick TPOCB NF 56.06 esss 27% 
pe: ae ere 21% 
Temperature control ..... 20% 
Rue PRIGRRE «ow ice ccs 10% 
Miscellaneous ............ 14% 


Question: Had you made up your | 

: _ Power Co., Montgomery Ward & Co. 
ind t fi - | 4 
ming pretty definitely to buy a West ' Harris & Smerud, Morris Furniture 


'Co., Mahowalds, Landkramers, J. A. 


inghouse refrigerator before you | 
talked to a salesman? 
Answer: 
.. Seer eee eee ee 59% 
a ee eee ere 30% 
ee 11% 


For the survey it also may be 
reasoned a high percentage of sales 


Doctor Sel Guotty 
Not Price, To Farme, 


HARRISONBURG, Va. — Direct 
canvassing via a completely equippeg 
display trailer, and a policy o; sej. 


| ing quality rather than price, ha, 


made the rural market profitab!e fo) 
Mason & Lambert, Westinghoug 
dealership here. 


“Don’t try to crack the rura’ may. 


' ket by selling down to the so called 
' evel of the farmer,’” Mr. L:; mbert 


| advises. 


“We use the same basic 


_ appeals with farm folk tht we 
_ have found successful in town -prig. 


of ownership, 


convenience,  |abor. 
saving qualities, economy, effi iency, 
safety, and satisfaction. 

“Our trailer is outfitted with the 
latest appliances, and not the cheap. 
est models, either. We time 01» trips 
so that the trailer follows thc home 
economist sent out by the Rurg) 


' Electrification Administration, ang 
' whenever she holds meetings 
_ demonstrations we are right on hang 
_ to talk up and display the products 


discussed. 

“Dirt canvassing isn’t prohibitively 
expensive. Calls made to rural homes 
frequently result in sales of more 
than one major appliance, especially 
in regions which have recently been 
supplied with electricity. And much 


_ more frequently than in city selling 
' we get cash.” 


Proof of the efficacy of the com. 


_ pany’s rural sales policy lies in the 


| reached 


fact that in the first six or seven 
months after trailer operations com. 
menced the company not only opened 
up a virgin territory but nearly 
its range quota for the 


, entire year. 


Special ‘Days’ Feature 
Town’s Sales Crusade 


MANKATO, Minn.—A _ variation 


on the “Sales Mean Jobs” National 
| Salesmen’s Crusade is being’ prac- 


ticed by local electric refrigerator 
distributors and other merchants in 
cooperation with the chamber of 
commerce. 

Certain days are set aside for each 
field of business, on which all mer- 
chants in the city concentrate on 
that particular business, publicizing 
special bargains in force in_ the 
stores of that particular trade. 

As a result, stores are crowded, 


and sales and prospects have in- 
' creased remarkably, it is said. 


_ “Home 


On the three days designated as 
Modernization Days,” all 


| efforts were focused on the following 


are not “sold from the ground up” . 


or to put it another way, created by 
direct effort. It indicates a depend- 
ence on the part of the dealer to sell 
after the demand and brand prefer- 
ence had been established. It con- 
tradicts the belief of many retailers 
that advertising money, particularly 
national, has little value. It proves 


name value and brand reputation | 


were responsible for 60 sales out of 
100. 

In addition, replies by the thou- 
sands to national and key city adver- 


tising have been followed up to | 
ascertain whether the prospect actu- , 


ally bought and to draw out any other 
comment. These too give consider- 
able weight to their Westinghouse 
refrigerator purchase as having been 
influenced by other products, and a 
high name value, so the answer to 
“what’s in a name” is more sales, 
if the name is a good one. 


You can sell more Copelands 


because they're priced to sell! 


Today’s market is price-minded. Copeland’s low 
j price means “lower-down-payment and easier terms” 
and those are magic words! 
Copeland’s extraordinary proposition. Write today! 


Get the facts about 


! units of $100 each. 


} 


electrical appliance dealers featuring 
refrigerator ‘specials’: Meyer & 
Sons, Northrop Co., Northern States 


Mayer Refrigerator Co., Mankato 
Electric Co., Reliance Electric Co. 
and Southern Minnesota Supply Co 


Quotas Passed In Georgia 
Refrigeration Drive 


ATLANTA—Salesmen in the At 
lanta division of Georgia Power (0. 
outdid themselves during the fifth 
week of the “Plus Value” refriger@ 
tion campaign being sponsored by 
the utility, with the result that their 
division rocketed into first place ove! 
the campaign-leading Augusta div: 
sion. 

Sales were made at such a dizzy 
pace that by the end of the week 
Fay Pearce, Atlanta division sales 
supervisor, could boast that his 
division had hit 113.63% of quota 
while Frank Dodd of Augusta ha¢ 
to be content with a mere 107.39 


. of his quota. 


_ age of quota reached) as 
| E. E. Mack, Macon, 93.56% : 


Other divisional supervisors '™ 


ported scores (in terms of percent 
‘ollows 
Homer 


_ Hendon, Athens, 92.14%; Mus: Mann 


' Columbus, 


88.27%; Temp Davis 
Rome, 71.1%. ; 
Company salec through Sept. } 


(85% of the campaign’s sellin. time’ 


_ included 623 domestic units—2* mor 


than quota—and 160.2 commercial 
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Knauth of Associated Dry Goods Corp. Tells 
Why He Expects Chains To Play Larger 
Part In Future Course of Retailing 


WASHINGTON, D. C.—A forecast 
of the trend that the distribution of 
merchandise will take under eco- 
nomic conditions that seem to be 
jooming in the future was projected 
py O. W. Knauth, president of the 
Associated Dry Goods Corp. of New 
york, before the recent Seventh 
International Management Congress 
™ process of distribution is a 
ried one, and must adapt itself 


ya 
Hs th: varying conditions of pro- 
ductiot. and social conditions,” de- 


clared Mr. Knauth. “There is no 
single method of distributing articles 
towards which we are tending which 
will prove itself more economical and 
superior to the variety of methods 
now in practice. 

“The relative importance of the 


yarious methods, however, will 
undergo changes,” the speaker as- 
serted. 


“The question is what the fore- 
seeable changes in our social life 
will require, for on these depend the 
future processes of distribution. 


ECONOMIC TRENDS 


“Certain trends seem pretty clear. 
We are moving out of large cities 
into smaller communities. Autos, 
puses, and good roads have lessened 
the number of isolated dwelling and 
communities. 

“We have fewer large fortunes, 
whatever may be the status of 
medium-sized incomes. Wages are 
tending toward a larger share of the 
national income than in the past. 
Government income, taken from the 
community through taxes and dis- 
tributed to officials in relatively small 
fixed amounts, is on the increase. 


“The tendency towards greater 
national and per capita income 
which had been characteristic of the 
past century has definitely come to 
an end, and we are either on a level 
or on a downward road. We are 
increasingly mass-minded, so _ that 
fads sweep the country. 

“All of this will mean a decreased 
importance of the specialty store; 
an increase in chain distribution, 
unless hampering legislation inter- 
venes; a lessening of direct-by-mail, 
either from factory or from a dis- 
tribution center; an increase in the 
importance of large department 
stores at central points having a 
wide selection of medium-priced 
goods; a lessening of the importance 
of location; a decreasing demand for 
service. 


DISTRIBUTION EXPENSIVE 


“Whichever of these methods be- 
comes more or less important, the 
cost of distributing articles will 
remain. It is an expensive process. 

“As long as manufacturing goes 
on in anticipation of demand the 
expense will be large. For it entails 
extensive research into the next 
demands of the fickle and varied 
public, and much effort to secure the 
articles which will satisfy these 
demands. 

“It entails a high rate of obsoles- 
cence, due only to style changes. It 
requires the maintenance of ware- 
houses, display rooms, and places of 
business. Delivery in crowded cities 
‘8 slow and expensive—in less popu- 
lous areas it requires long trips to 
isolated dwellings.” 


Vast and fast changes in the 
standar] of living in this country 
have rendered the task of distribu- 
tion peculiarly difficult and risky, 
Mr. Knauth pointed out. 


JOB OF DISTRIBUTORS 


It is up to the distributors to 
attemp’ to gauge, not merely the 
desire 


; f the public for the articles 
Which industry is capable of produc- 
the effective demand for 
these articles, which may be a differ- 
ent stury, for desire is not always 
accompinied by effective demand. 

ices play a large part, and the 
Point of effective demand at various 
Prices again reflects back on the 
ability of each industry to manu- 


= in large quantities with less 


“Distribution and the prices of 
articles cannot be separated,” Mr. 
1 auth declared. “The general price 
vel of one type of goods affects 
ts sale as against another. 


“Automobiles are a striking exam- 
ple of this. To most persons, the 
value received in pleasure per dollar 
seems higher than in many other 
types of articles. Hence, there has 
been set up a spiral which has 
enabled automobiles to be produced 
at still lower prices, expanding this 
extra value even more. 

“On the other hand, there are 
large classes of articles that seem to 
be relatively expensive per dollar 
value in pleasure received. Rugs are 
perhaps a striking example. Elec- 
trical goods are another. 

“If the cost of manufacturing can- 
not be decreased in such lines, then 
an effort must be made to clothe 
them with a rarity value or a fash- 
ion preeminence.” 

Mr. Knauth analyzed the various 
methods of distribution as follows: 

“A small specialty store still has 
many advantages in certain lines and 
certain types of consumers. While 
perhaps less important than formerly 
in the total scheme of distribution, 
it still has a prominent place for 
service. 


TYPES OF DISTRIBUTION 


“The department stores, either in 
single units or in groups, have many 
subtle advantages which do not 
appear so readily on the surface. 
The ability of consumers to satisfy 
many of their demands under one 
roof; the assurance of a known 
standard of quality and_ service 
affords to the consumer protection 
against trying out each of a variety 
of special stores. 

“Lastly, the house-to-house  dis- 
tribution involves the advantage of 
displaying utilities on the spot, and 
will always be adapted to certain 
types of articles.” 

With respect to the cooperative 
movement Mr. Knauth stated: 

“Cooperation is not a method of 
distribution. It is a form of owner- 
ship and control. It could assume 
any of the different forms of dis- 
tribution here discussed. It is a 
question whether this form of owner- 
ship or control has in it the elements 
of aggressiveness, common sense, and 
economy necessary to make it 
survive.” 


Foley Heads Wholesale 
Department For Avery 


CLEVELAND—Lester T. Avery, 
pres:dent of the Avery Engineering 
Co., air-conditioning distributor here, 
has announced the appointment of 
John Lester Foley as sales manager 
in charge of wholesale and dealer 
business. 

Mr. Foley was formerly connected 
with Carrier Corp, as manager of the 
Cleveland office, and has had many 
years’ experience in the air-condi- 
tioning industry. 

Avery Engineering Co. is exclusive 
distributor in Ohio for the refrigera- 
tion and air-conditioning products 
manufactured by Carbondale division 
of Worthington Pump & Machinery 
Corp. The company was established 
in 1929; offices are maintained in 
Cleveland and Cincinnati. 

Present plans of the Avery com- 
pany call for the appointment of 
contracting dealers in the larger 
Ohio cities, Mr. Avery said. 


Fourth Dividend Paid to 
‘Dry-Kold’ Co. Creditors 


NILES, Mich.—Robert J. Wilson, 
attorney for the Creditor’s Commit- 
tee of the “Dry-Kold Refrigerator 
Co., bankrupt, has just distributed 
checks for the fourth dividend. Each 
of the four dividends paid so far 
amounted to 5%. 

The attorney reports that the col- 
lection of accounts receivable which 


- represent the principal assets of the 


company, has been difficult due to 
general business conditions. 


Ziebell Opens Store 


OSHKOSH, Wis.—‘Milt” Ziebell, 
who has operated an appliance repair 
and stoker installation service here 
for several years, last week estab- 
lished Ziebell Electric Shop at 32 
Otter St. 


Business Rise Delays | 8,000 Refrigerator Sales 


Porcelain Institute 
Sales Meeting 


CLEVELAND — Eighth annual 
meeting and sales conference of 
Porcelain Enamel Institute will be 
held Nov. 16 and 17 at Hotel Statler 
here. The meeting previously had 
been announced for Oct. 25 and 26. 


Postponement was ordered by the 
institute’s executive committee be- 
cause of the rapid increase of busi- 
ness in the porcelain enamel industry. 
If the current rate of improvement 
continues, it is expected that many 
branches of the industry will be 
operating at a favorable pace by 
convention time. 

At Cleveland, which was chosen as 
the meeting place because of its 
central location, industry representa- 
tives will lay plans for the increased 
business volume which now seems 
apparent for 1939. 


Warning! 


NEW YORK CITY—Frozen Malted 
Machine Co., which claimed to have 
manufactured a machine for making 
frozen malted milk, has apparently 
moved from its quarters at 43 E. 
20th St. here, and left no forwarding 
address, according to information 
forwarded by a representative of 
AIR CONDITIONING & REFRIGERATION 
NEWS. 

One of this company’s advertise- 
ments inviting inquiries from dealers 
appeared in the July 13 issue of AIR 
CONDITIONING & REFRIGERATION NEWS. 


| 


In Rest of ‘38 Forecast 
By Cleveland Survey 


CLEVELAND — Something like 
8,059 electric refrigerators with an 
average price of $138.65 and a total 
retail value of $1,117,380 will be 
sold here before the end of the year 
if estimates of the Cleveland Plan 
committee, based upon a merchan- 
dising survey of 59,500 Cleveland 
families, are correct. 


In an effort to determine merchan- 
dising potentials in Cleveland for 
the remainder of the year, the Cleve- 
land Plan committee, a civic group 
formed for the purpose of publicizing 
Cleveland and stimulating local busi- 
ness, sent out a detailed questionnaire 
to 59,500 Cleveland families asking 
what purchases these families plan- 
ned to make during the last three 
months of the year. 


All classes of people in all parts 
of the city answered the questions 
and returned the surveys. On the 
premise that the people who replied 
to the questionnaire were representa- 
tive of all Clevelanders, the Cleveland 
Plan committee compiled a “pros- 
pective purchase”’ list of 106 classifi- 
cations which it believes indicates 
fairly accurately the $67,557,612 


| worth of purchases which Cleveland’s 


282,531 families will make before 
Jan. 1, 1939. 

Listed under the head of electrical 
appliances is $5,493,950 worth of 
merchandise including (besides the 
electric refrigerators) 2,699 ranges 
at an average price of $144.94 (total 
purchase _ price--$391,193); 10,919 


3 


washing machines at $74.61 each ~ 


(total—$814,667); and 5,193 ironers 
at $75.84 (total—$390,804). 

Purchase of 1,104 gas refrigerators 
at an average price of $194.57 or a 
total cost of $214,805 also was 
predicted. 


Some 491 families, according to 
figures prepared by the Cleveland 
Plan committee, planned purchase of 
$68,740 worth of air-conditioning 
equipment before the close of the 
year, an average expenditure per 
family of $150. Mechanical furnace 
stokers were on the prospective pur- 
chase lists of 1,718 families at a total 
cost of $313,655, or $182.57 per 
family. 

Also listed under the “home im- 
provement” classification were 3,067 
families who planned to spend a 
total of $69,958 for new electrical 
wiring and 3,435 families who 
planned to insulate their homes at 
a total cost of $323,371. 


Russell Horton, Executive 
Of Frigidaire, Dies 


DAYTON, Ohio—Russell J. Hor- 
ton, 39, assistant sales promotion 
manager of Frigidaire division, Gen- 
eral Motors Sales Corp., died at 
Miami Valley hospital here on Oct. 3 
after an illness of several months. 
He had been with Frigidaire since 
Sept. 1, 1930. 


Mr. Horton was born in Indian- 
apolis and served in England and 
France during the World War with 
the 309th Engineers. He was a 
graduate of Indiana university and 
the Herron Art Institute. Besides his 
wife, Katherine, he is survived by 
a son, Alan. 


G;- 


motor. 


She has heard from friends about the high quality 
of G-E electric equipment, or perhaps one of her 
dependable home appliances is equipped with a 
G-E motor. General Electric has been making 
motors for many years—-millions are in service 
today. Anyhow, the G-E monogram is visible 
evidence of reliable electric equipment. Add this 
to the other good features of your refrigerators, 
and it won’t be long until you are asking the 
address and when delivery is desired. 


RAL 


mes em 
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pace: : ae 


MOTORS aren’t going to grab pros- 
pects off the street and make them 
buy your refrigerators, but they will help you 
close the sale. Suppose that a woman comes into 
your store to buy a refrigerator. She likes the 
appearance and the interior arrangement of 
your machine. Then she comes to the G-E 


ENERA 


refrigerators. 


E believe that a prosperous appliance 
business is based on satisfied customers — 
they return to buy other appliances, and they 
say things that make their friends your friends. 
This is how G-E motors, with their many years 
of trouble-free service, help to sell you and your 


By constant research, General Electric has been 


example, 


the cast-aluminum 


checked and given a complete running test. You 
can be sure that they will do their part to 
keep your refrigerators operating satisfactorily. 
General Electric, Schenectady, N. Y. 


@ ELECTRIC 


building increasingly improved motors to match 
the improvements in electric refrigerators. For 


rotor is inde- 


structible, oiling is required but once a year, and 
the automatic belt-tightener base gives long belt 
and bearing life. Every G-E motor is carefully 
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Treat Customers Like They Were Guests 
In Your Home, Says Mrs. Odlum, Deploring 
Attitude of ‘Battle-Scarred’ Salespeople 


BOSTON—“All I do know is that 
retailing is the most human link in 
distribution, and as such must con- 
sider people, even more than mer- 
chandising, its very stock in trade,” 
declared Hortense M. Odlum, presi- 
dent of Bonwit Teller, 
City, in concluding her discussion of 
“The Personality of a Retail Store” 
at the Boston Conference of Dis- 
tribution. 

A newcomer to business when she 
became associated with Bonwit Tel- 
ler four years ago, Mrs. Odlum had 
spent most of her life as a customer 
of retail organizations, rather than 
as an employe. Thus, when she 
became thoroughly familiar with the 
problems of retail management she 
was able to see the viewpoint of both 
the store and the customer, and to 
iron out many of the differences 
existing between them. 


ARE CUSTOMERS HUMAN? 


“I came into business believing the 
customer was a human being and 
as such would respond to a warm 
welcoming store personality,” said 
Mrs. Odlum. ‘Having been a cus- 
tomer all my life, I was convinced 
that shopping was difficult and that 
many businesses met their public 
with unattractive personalities. 

“When a salesperson was rude or 
indifferent, my spirits sank. When 
preference was shown any one cus- 
tomer because of an appearance of 
wealth, I became discouraged. It 
seemed so obvious to me that it was 
the job of the store to treat me well 
whether I was lavishly decked out or 
plain Mrs. Smith. It appeared to me 
that as a customer I deserved to be 
treated in a pleasant and friendly 
fashion. 

“But, unfortunately, the highly 
competitive nature of retailing has, 
in the past, bred a hard, tough, 
battle-scarred sort of personnel. The 
conviction grew up, seldom expressed 
but ever present, that the way to get 
ahead in a store was to follow the 
pattern and become hard and tough. 


TOO MUCH TOUGHNESS 


“The bosses were that way—first 
class scrappers in the modern arena 
of competition. How natural that 
the personnel should reflect’ this 
same attitude. Yet these people 
with this attitude of mind were the 
ones who came in direct contact 
with the customer. 

“And so it is the experience of the 
average American woman customer 
that she often has to put up with a 
good deal in the way of shopping 
annoyance. For instance, salespeople 
all too frequently offer everything 
from mild rebuffs to downright in- 
sults in place of persuasive, flatter- 
ing sales arguments. 

“In short, most stores often over- 
look that important individual—the 
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| itself in actual dollars and cents. It 


person who spends 80% of the dol- 
lars which pass over the counter in 
retail trade in this country—the 
typical woman customer. 

“Now, this typical woman’s hus- 
band may go to his own office and 
drive as hard a barga‘n as the next 
person. But it is our American idyl 
that his wife is quite the opposite— 
a pleasant and lovely woman with 
charm and social grace, a woman 
who grows up knowing that her own 
future happiness depends to a very 
large extent upon her aptitude for 
pleasing others. 

“Yet to deal with her, we mer- 
chants have been content to provide 
employes with plenty of the American 
competitive spirit but with practi- 
cally no understanding of the cus- 
tomer’s life, point of view, and at- 
titude of mind. When this customer 
should have been handled with kid 
gloves, she was often met, I’m 
afraid, with boxing mitts. 

“Take the average employe on a 
Selling floor—floormen, department 
heads, salespeople, clericals—at best 
they regard the customer as a sort 
of natural prey. At worst, she is 
construed as a specially constituted 
arch enemy. She who is unreason- 
able. She who comes at 5:30 and 
expects to be served. She who buys 
things and returns them. She who 
has no understanding of the neces- 
sary routine of business. 


MUTUAL DISLIKE 


“Out of this daily contact has 
come inevitable misunderstanding 
and friction on both sides of the 
counter. The average woman has 
come to regard shopping as a chore 
instead of the pleasant adventure 
that spending money should be. 
What is worse, she has gotten in the 
habit of entering a store with her 
lips set and a chip on each shoulder. 

“If you don’t believe this, ask your 
floormen. They will tell you that 
the average customer, as they meet 
her on the selling floor, is quick to 
take offense. Having butted her 
head against a wall of seeming in- 
difference, rudeness, and lack of 
understanding, she has’ got her 
dander up. 

“Because I have been closely as- 
sociated with business for the past 
four years, I can now understand the 
retailer’s point of view. I can see 


hundreds of reasons why stores have 
made so little progress toward de- | 
veloping a personality. 


GET THE VIEWPOINT 


“On the other hand, my own years 
as a customer are so long compared 
with my few as a merchant, that I 
have the utmost sympathy with the 
customer’s point of view. It seemed 
to me so natural that since the cus- 
tomer holds our jobs for us—mine 
no less than that of the salesperson 
or stock girl—she must be made to 
feel like a guest in our house. 

“In the building of goodwill for a | 
successful business, it seems to me 
that few things are more valuable | 
than courtesy. Courtesy pays for 


inspires faith and trust, wins con- 
fidence, makes friends. In my opin- 
ion, courtesy is one of the most im- 
portant attributes a store can have. 
“From my first day of store work 
I have instinctively applied the same 
rules that I used in my own house- | 
hold. I felt that the woman who 
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Baker Ice Machine Co. Staff Frolics at Annual Golf Tourney 


When Baker Ice Machine Co. held 
its annual golf tournament recently 
Austin Jones, manufacturers’ repre- 
sentative in Omaha, who has taken 
many picture of industry personalities 
and events which have appeared in 
the News, was on hand with his 
camera to record the event. 

(Top left) At the dinner following 
the tournament. J. M. Fernald, gen- 
eral manager of Baker, is at the far 
right of the group in the foreground 
facing the camera. 


Discussing business 
while waiting to tee off are R. D. 


(Top right) 
Marshall, Delavan Engineering Co.; 
J. F. Page, Detroit Lubricator Co.; 
Paul Crossman, Baker Ice Machine 
Co. 

(Lower left) Some of the _ prize- 
winners with their loot. The prizes 
consisted of everything from a 
custom-fitted toilet seat to a garbage 
can. 

(Lower right) C. P. Packard (right), 
last year’s champion, presents the 


trophy to Dick Mallory, the new 
champion. In the background are 
Burt Fuchs and Harry Koontz. The 
trophy is a giant golf club with a 
very eccentric shank, and an unusual 
history. It was made by a West 
Virginia hillbilly who _ had _ seen 
“Slamming Sam” Snead in action, and 
was presented to Baker officials by 
an executive of Wheeling Steel Corp, 
as an annual trophy for their tourna- 
ment. The trophy has become famous, 
several imitations having been made. 


came to see us at the shop was pay- 
ing us an honor. I felt that it was 
our job to make her happy and to 
make her’ shopping a_ pleasant, 
stimulating experience. I felt that 
customers should be treated with 
equality, regardless of social or finan- 
cial standing. And I also interpreted 
it as part of my job as head of the 
store to meet and mollify all dis- 
satisfied customers. 


LUNCH WITH CUSTOMERS 


“Later on, after the first ground 
work was laid, I felt that we should 
go farther. Lest I get too close to 
the picture and lose, for the moment, 
my customer point of view, we put 
into effect the plan of having com- 
mittees of customers meet in my 
office. 

“Each month over a very informal 
luncheon I sit down with a different 
group of customers. We exchange 
ideas. 

“They make suggestions, many of 
which have been so simple and work- 
able that I wonder all stores haven't 
been using them all along. To 
every suggestion we pay the courtesy 
of most careful consideration. Every 
single one that is feasible is put into 
practice.” 

Leaving the customer and jumping 
over on the other side of the fence 
to discuss the employe, “who also is 
a human being, and who responds to 
human treatment just as surely as 
does the customer,” Mrs. Odlum de- 
clared that “half the malcontent in 
industry today is the direct result of 
treating human beings as a mere 
part of plant equipment.” 


“Human beings,” she _ affirmed, 


| “have to be made to feel individually 


important. They have to be trained to 


_ get along with other individuals and 


especially with people under them. 

“Most important of all, they 
should have an example set by their 
superior officers—an example of 


| courage and optimism in the face of 


unsettled economic conditions, an 
example of friendliness, courtesy, 
fairness, and consideration. Other- 


| wise, how on earth can we expect 
| them to reflect a cheerful, friendly, 


cordial attitude to the customer? 
“As for us, we have paralleled our 
highly successful consumer advisory 
committee with a similar elective 
committee of salespeople.” 


Cross-Word Puzzle Centers Prospect’s 
Attention on Refrigerator’s Features 


(Concluded from Page 1, Column 4) 
an electric roaster; and several mer- 
chandise certificate prizes ranging in 
value from $10 to $50. 

In addition to completing’ the 
cross-word puzzle to qualify for one 
of the prizes, contestants also must 
state their preference for a refrig- 
erator, range, or washer in the event 
they win first prize. In this way, 
the company builds up a good pros- 
pect list for fall and winter exploita- 
tion. 

A board of judges, which Mr. Cole 
heads, examines all entries and 
makes the awards on the basis of 
accuracy and originality. Entries in 
this year’s competition include de- 
signs worked out on aprons, scarfs, 
and other novel solutions. At the 
close of the contest, outstanding 
entries, prizewinners or not, are dis- 
played in the Cole window—provid- 
ing another drawing card. 

All contestants must call at the 


Cole store at least once, in returning 
their entries, so the company’s sales- 
men have a chance to “educate” 
them in the features of the various 
appliances they are eligible to win. 
It is also suggested that they famil- 
iarize themselves with the products 
first, so as to increase their chances 
of filling out the cross-word puzzle 
correctly. 

Whole idea of the contest, Mr. 
Cole says, is to fix in the minds of 
Grand Rapids people the association 
of Cole with major appliances, so 
that they think first of the store 
when they think of a new range, 
refrigerator, washer, or other appli- 
ance. 

Awards in the contest are made 
strictly on a merit basis, but if one 
of the merchandise award winners 
has qualified as an especially good 
prospect, a Cole salesman _ delivers 
his prize in person, and attempts to 
close the sale with that lever. 


‘Trade For Anything’ Is Sales Clinching 
Formula of Fayette, Mo., Dealer 


FAYETTE, Mo.—‘“We trade for 
anything” reads the sign in front of 
Floyd Capito’s general store out on 
state highway No. 5 here in Howard 
county, for Mr. Capito, who sells 
Westinghouse appliances as well as 
general merchandise in his_ store, 
firmly believes that “spot trading 
clinches sales.” 

Says Mr. Capito, “I sold a $134.50 
washer last summer to a farmer and 
took a cow and a calf in the trade, 
allowing him $70 for them. I lacked 
$20 of getting my full commission, 
but we milked the cow for six 
months and then sold her for $60, 
getting $18 for the calf. 

“When we take in a cow on a 
trade we either sell her immediately 
or put her on my 5'%-acre pasture 
and wait until market conditions 
improve. Sometimes I take in chicken 
fryers on a washer down payment, 
and we send the chickens to market.” 


A keen trader, Mr. Capito knows 
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the resale value of his trade-ins and 
accordingly watches his step to keep 
from being on the short end of 4 
deal. Despite his caution, however, 
he frankly admits that he doesn't 
always come out on top. Neverthe- 
less, he has succeeded so well that 
now, at the age of 41, he expects to 
be able to quit outside selling at 50, 
rounding out 24 years of specially 
selling. 

Mr. Capito is quite familia: with 
rural psychology, and he runs his 
business accordingly. For instance, 
he doesn’t call on a farmer when 
the weather is bad and the prospect 
is in an unfavorable mood. 

On the other hand, contrary 
orthodox rural sales methods, he does 
not hesitate to call on a_ prospect 
when he is busy in the field. In fact, 
that’s the time when Mr. apito 
prefers to make his contacts, tT, he 
says, “a farmer is active and “\apPY 
when he is getting things done.” 

If the ground is muddy, he <voesnt 
make house calls or deliveries «unless 
it is absolutely necessary, ‘°" 
realizes that most people resem 
having their house tracked up with 
mud. 

Nor does Mr. Capito rush people. 
He prefers to have the prospects 
think over terms and prices, 2nd 
completely satisfied with the deal 
before buying. All that he asks 18 
that a prospect give him time enous 


_ to thoroughly explain his product. 
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Commercial Re rigeration 


Latest Refrigeration Units For Dairy 


Industries Go on Display Monday 


(Con-iuded from Page 1, Column 5) 

tors, physicians, dentists, dieticians, 
and social workers in Ohio and 
nearby States as special guests on 
one o: two evenings during the show 
week. 

To accommodate this group, se- 
lected »y the National Dairy Council, 
the sow will be kept open until 
10:30 p.m. on Monday, Oct. 17, and 
Thurscay, Oct. 20. 

It is estimated that 3,000 different 
products required in the operation of 
milk and milk products businesses 
will be displayed at the exposition; 
at least 150 of these products will be 
shown at the exposition for the first 


time, the sponsoring association 
asserts. 
New products scheduled to be 


shown in the field of refrigeration 
include: 

An aluminum cooler for use with 
water, brine, or ammonia; single- 
tube type high-pressure’ sanitary 
double-pipe cooler for condensed 
sweet milk; recorders and_ con- 
trollers; scale thermometers; batch 
and instant freezers; coin controlled 
display cases for automatically mer- 
chandising bottled milk; refrigerated 
display cases for dairy products, and 
for frosted foods; tubular tank type 
milk evaporator; vest-pocket milk 
and cream coolers; and storage tanks 
and vats of 300, 500, and 1,000-gallon 
capacities. 

Several topics of general interest 
also are scheduled for the _ thirty- 
eighth annual convention of the 
International Association of Ice 
Cream Manufacturers, which opens 
a three-day meeting Oct. 20. 

At the first general session on the 
morning of Oct. 20, Harold B. Bergen 
of McKinsey, Wellington & Co., New 
York City, will discuss ‘Manage- 
ment’s Responsibility for Sound In- 
dustrial Relationships,” and T. J. 
Mahoney of the Borden Co., New 
York City, will talk on “Practical 
Suggestions for Changes in the Social 
Security Act.” 

During the second general session 
that afternoon, Miss Aubyn Chinn of 
the Borden Co., Chicago, will discuss 
“The Ice Cream Industry’s Oppor- 
tunity in the Present Consumer 
Movement,” and Dr. Neal Bowman 
of Temple university will recount 
“The ABC’s of Selling.” 

In a talk during the third general 


Session on Oct. 21, Dr. James S. 
Thomas of Chrysler Institute of 
Engineering, Detroit, will outline 


“What the Machine Has Done for 
Mankind.” 

“Cause and Remedy for Separa- 
tion of Milk Solids in Ice Cream 
Frozen in Continuous Freezers,” and 
“Difficulties and Variations in Fruit 
and Nut Injection by Mechanical 
Means in Continuous Freezers” will 
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PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


CONDENSING 
-__UNITS 
28 MODELS 
. 1-4 To 20 H. P. 
WRITE FOR FREE CATALOG 
MODERN EQUIPMENT CORP. 


FIANCE, OHIO, U.S. A. 


it es and Fittings 
the Standard of the 
_ Industry ., 


rotest Manufacturing Co 
~~ Pittsburgh, Pa. 
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be among the subjects discussed in 
meetings of the Production and Lab- 
oratory Council; and “The Influence 
of New Products on Costs” will 
occupy some of the attention at 
Controllers Council sessions. 

Topics to be considered at Mer- 
chandising Council sessions include 
“Organization Morale,” by Irving J. 
Reynolds of Franklin Creamery Co., 
Toledo; and “Ice Cream Merchandis- 
ing—Its Possibilities,’ by F. D. 
Mayer of the Merchandising Institute 
of America, Chicago. Informal dis- 
cussion of other common merchan- 
dising problems will be held at a 
“go getters’ breakfast” on Oct. 22. 

Dairy show exhibitors in the 
refrigeration and allied industry 
include: 


Some of the Exhibitors 


Alloy Products Corp., Waukesha, 
Wis.; Aluminum Co. of America, 
Pittsburgh; The American Rolling 


Mill Co., Middletown, Ohio; American 


S & B Instrument Div., Manning, 
Maxwell & Moore, Inc., Bridgeport, 
Conn.; Anheuser-Busch, Ine., St. 


Louis; Armstrong Cork Products Co., 
Lancaster, Pa.; The Balsa Wood Co., 
Brooklyn; Bastian-Blessing Co., Chi- 
cago; Batavia Body Co., Batavia, IIl.; 
The Bristol Co., Waterbury, Conn. 


Century Electric Co., St. Louis; 
Cherry-Burrell Corp., Chicago; The 
Cleveland Pneumatic Tool Co., Cleve- 
land; Commercial Investment Trust 
Corp., New York City; Cork Import 
Corp., New York City; Crane Co., 
Chicago; The Creamery Package Mfg. 
Co., Chicago; Cumberland Case Co., 
Chattanooga, Tenn.; Curtis Refriger- 
ating Machine Co., St. Louis; Dairy 
Supply & Equipment Co., Pittsburgh; 
De Kalb Wagon Co., De Kalb, IIL; 
Display Food Co., St. Paul, Minn.; 
Divco-Twin Truck Corp., Detroit; 
Dole Refrigerating Co., Chicago; E. 
I. du Pont de Nemours & Co., Inc., 
Wilmington, Del. 

Fort Wayne Dairy Equipment Corp., 
Fort Wayne, Ind.; Frick Co., Waynes- 
boro, Pa.; Frigidaire division, General 
Motors Sales Corp., Dayton, Ohio; 
Gardner Dairy Equipment Corp., Ann 


Arbor, Mich.; General Dairy Equip- 
ment Co., Minneapolis; General 
Motors Sales Corp., Diesel Engine 


division, Cleveland; Geuder, Paeschke 
& Frey Co., Milwaukee; Glascock 
Bros. Mfg. Co., Muncie, Ind.; Grand 
Rapids Cabinet Co., Grand Rapids, 
Mich. 


Hackney Bros. Body Co., Wilson, 
N. C.; The Harrison Iron Works Co., 
Wichita, Kan.; Henry Valve Co., Chi- 
cago; Hubbell Corp., Chicago; Inter- 
national Harvester Co., Ine., Chi- 
cago; Robert A. Johnston Co., Mil- 
waukee; Kelvinator division, Nash- 
Kelvinator Corp., Detroit; Kold-Hold 
Mfg. Co., Lansing, Mich.; The Liquid 
Carbonic Corp., Chicago. 

The Mathieson Alkali Works, Inc., 
New York City; Meyer Body Co., 


Refrigeration Again the Life Saver 


In this blood bank at Kings County Hospital, Brooklyn, typed and tested 
blood is kept cool, sterile, and safe until needed for immediate transfusions 


to save the lives of patients. 


and still be used successfully, it is claimed. 
employ General Electric refrigerators for blood banks. 


Blood may be stored for as long as 21 days 


Ten New York hospitals 
It is said that 


the idea originated with William Aronstein of Rex Cole, Inc., New York 
distributor, and that Mr. Aronstein worked it out with the cooperation 


York City; Mitchell & Smith, Inc., 
Detroit; J. Moss Equipment Co., 
Brooklyn; Mundet Cork Corp., Brook- 
lyn; C. Nelson Mfg. Co., St. Louis; 
Owens-Illinois Glass Co., Toledo; The 
Pacific Lumber Co. of Illinois, Chi- 
cago; H. A. Phillips & Co., Chicago; 
Pomona Pump Co., Pomona, Calif.; 
Powers Regulator Co., Chicago; Pure 
Carbonic, Ine., New York City. 
Republic Steel Corp., Cleveland; Rob- 
bins & Burke, Inc., Cambridge, Mass.; 
Savage Arms Corp., New York City; 
Harold L. Schaefer, Inc., Minneapolis; 
Charles Q. Sherman Corp., New York 
City; C. J. Tagliabue Mfg. Co., Brook- 
lyn; Taylor Instrument Cos., Roches- 
ter, N. Y.; Emery Thompson Machine 
& Supply Co., New York City; Trum- 
bull Electric Mfg. Co., Plainville Conn. 
Union Steel Products Co., Albion, 
Mich.; United Steel & Wire Co., 
Battle Creek, Mich.; The Vilter Mfg. 
Co., Milwaukee; Westinghouse Elec- 
tric & Mfg. Co., Mansfield, Ohio; 
Wisner Mfg. Corp., New York City; 
York Ice Machinery Corp., York, Pa. 


Hollis Garage Becomes 
Frigidaire Dealer 


MEMPHIS, Tenn.—Hollis Garage, 
established here 20 years ago, opened 
last week in a new location at 2516 
Poplar Pike. The firm is a dealer in 
Frigidaire household appliances. S. 


B. Hollis is owner of the firm. 


CURTIS REFRIGERATING MACHINE CO. 


Division of Curtis Manufacturing Co. — 


1912 KIENLEN AVENUE 


CURTIS Advertising Helps You 
to Get More Sales and Profits 


Curtis advertising helps every dealer to overcome his 
biggest sales problem — that of telling the story of his 
equipment to unknown prospects. 


Curtis advertising is planned to create a ready accept- 
ance for Curtis products and Curtis dealers 


Publications regularly carrying Curtis advertising reach 
over 250,000 readers every month—a quarter of a mil- 
lion prospects in every field—many of them in your own 
community. In addition Curtis offers a complete line of 
sales helps, direct mail, posters, sales manuals, engi- 
neering data, dealer signs. The whole Curtis sales and 
advertising plan is designed to build greater sales for 
every Curtis dealer—the result of 83 years of success- 
ful merchandising and selling methods. 


Write for full information today. 


Of Fogel Co. 


PHILADELPHIA—-John H. Knox 
has been added to the advertising 
and sales promotion department of 
Fogel Refrigerator Co. to assist 
Edward K. Raker, manager. 

Mr. Knox, a native of Philadelphia 
and a product of the University of 
Pennsylvania’s Wharton school of 
finance, has had several years’ ex- 
perience in advertising and promo- 
tional work in New York City as 
well as in Philadelphia. 

Commenting upon Mr. Knox’s ap- 
pointment, William Fogel, president 
of the company, said: ‘We fee] that 
with the appointment of Mr. Knox, 
Mr. Raker’s department will have 
increased facilities for the effective 
work it is already doing in maintain- 
ing close personal touch with every 
individual firm in our widespread 
dealer organization. 


“It has always been our aim to 
make every human effort to foster 
the closest relations between our dis- 
tributors all over the country and 
ourselves. We frequently receive ex- 
pressions of appreciation of _ this 
policy which, we firmly believe, is 
one of the reasons for our constant 
expansion.” 


"ST. LOUIS, MO: 


— for every air conditioning 
and refrigerating requirement. 
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“Builders of Condensing Units Since 1922” 
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Peerless & Kelvinator 
Units In New Truck 
Used For Produce 


CLEVELAND—Refrigerated by a 
Peerless coil system hooked up to a 
Kelvinator compressor powered by a 
Whitaker-Upp system, a new refrig- 
erated truck recently put into serv- 
ice by J. F. Cassidy of Cleveland is 
capable of carrying 5 tons of produce 
at a temperature between 35 and 40° 
F., according to Warnsman, Inc. 
here, builder of the truck body. 

Both Dry-Zero Sealpad and cork 
are used for insulation in the truck 
body, 4 inches of Sealpad being used 
in the roof, 2 inches in the sides and 
ends, and 3 inches of cork in the 
floor. 

The unit travels some 2,000 miles 
a week, hauling produce from Cleve- 
land to Pittsburgh and mushrooms 
from Butler, Pa. to Cleveland. 

Inside dimensions of the body are: 
length, 198 inches; width, 89 inches; 
height, 79 inches. The body is 
mounted on a Mack EH chassis. 


BAFFLED 
BY A BELT 


when you didn’t know the 
make or number of that 
belt you needed quick ? 


Vv 
Stop using risky makeshifts! 


Gilmer makes the 
belts that fit 4450 
models of refrig- 
erators,247 makes 
of air-condi- 
tioners,washing 
machines, oil 
burners, etc. 


Get Gilmers and no belt job will 
ever get your goat. Gilmer, oldest 
firm of rubber fabric belt special- 
ists, builds only belts. Gilmer 
engineers tailor-make Gilmer 
F.H.P. Belts in the groove, on 
the world’s largest assortment of 
V-moulds. Gilmer jobbers—there’s 
one near you—carry full stocks, 
to give you fast, hurry-up service. 


J 


Who’s your Gilmer jobber? 
W 

If youdon’tknow,askustoday. 
W 


every belt job that comes in. 


L. H. GILMER COMPANY 
Tacony, Philadelphio 
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Chir Conditioning 


a 
Small Minnesota City 
Has Big Cooling Jobs 


WINONA, Minn.—Claimed to have 
the greatest number of air-condition- 


Detroit’s August Sales 
Ahead of °37, July 
Sales Drop Off 


Minneapolis-Honeywell 
Promotes Automatic Heat 


MINNEAPOLIS — Convinced by 
recent nation-wide inquiries through 
its branch offices that the public is 
not yet aware of the improvements 
in automatic heating equipment of 
all types, Minneapolis-Honeywell 
Regulator Co. is launching a fall 
consumer campaign deveted entirely 
to this subject, on behalf of the 
automatic heating equipment dealer. 


The campaign, which starts with 


Constant Conditions Maintained In a 


ing systems in the country in propor- ad . 

tion to population, Winona continues DTRCET-—July sales of commer | oy pages in the Saturday Evening PU 

ss i ae maltile wnadees tae ie: ile cial and residential air-conditioning Post and Time magazine, features that | 

ditioning field. Tw t instal- | 87S8tems, reported to the Detroit | in its opening advertisement a tele- eratec 

ie gorge le is A ase tional | 2dison Co. by the Air Conditioning | pram to “Mr. & Mrs. Home Owner gethe 

poneni yee — with exceptio Association of Michigan, were well Everywhere ig wine the heading, wides| 

control features. under 1937, while August sales were | up pe bo Mave havea h- 

In the Winona theater, two banks : ecent Improvements Have Revolu- ~ 

’ substantially above the same month : ” 

of Trane water coils, eight rows | jast year tionized Automatic Heating.” The pee 

deep, having a face area measuring sai : ; telegram is signed by “Your Heating per 

30 x 90 inches are supplied with Commercial and residential central- | Dealer.” Adm 

200 gallons of 52° F. water per | *tation systems sold during July This advertisement will be follow- == = —_ 

inut ll located in the | totaled 132 hp. as compared with | eq by a series of large-space adver- ; ; ; Institt 

minute from a well located in = 345 hp. sold during July, 1937. Room | tisements on this pot ak ta Shown in this picture is the neat installation of the three Niilis campt 

—— by means of a 10-hp. electric | | oiee sales were 29 in number this ix tn cielis manial ean condensing units for the air-conditioning installation at the U. s. Washi 

p aks ok tie in & i. well under the total of 47 units | ning throughout the fall. ry large Government’s soft wheat laboratory at Wooster, Ohio. Idaho. 

tained by a Seinnanpalae-theaageett oe Oy peer. window or wall display piece will be bx 

compensating system, which estab- Central-station cooling equipment | furnished to the trade, with a com- declar« 

lishes inside temperatures in ac- sold during August of this year | plete story of the campaign. freezin 

cordance with the existing outdoor amounted to 503 hp. against 306 hp. Through the campaign, the com- gradu 

p _ | in this classification sold in August, | pany hopes to help arouse public proces 

o temperature. When the outside tem ; & pany pe p p 

perature is 75° F., inside temperature | 1937. attention and impress home owners frozen 
ay is the same; when the outs‘de tem- Room cooler sales for August, | with the fact that this new, “effort- goods 
ae perature is 85° F., the inside tem- 1938, were up sharply over last year | less” indoor winter comfort is quickly “Gre 
‘a perature is held at 79°; but when as 27 units were delivered, against | and easily available, says H. W. might 
aif the outside temperature increases to 15 sold in the same month last year. Sweatt, president of the company. ucts ne 

é . 100° F. the differential is increased 9 

eh to 15°, resulting in an indoor tem- » e o.* » : 

oe > Pri 

- perature of 85°F. July Detroit Air-Conditioning Sales bh 

Pas Heating in the Winona theater is pecived 

fy handled by the same system using | Classification Installation Hp. ee * 

_ Trane blast coils, in which a con- 

‘ta stant head of steam is maintained Remote Direct-Expansion Systems oe 
at 5 lbs. pressure. Control is by | Dexter Theater ...................0...c0005 Carbondale 50 = “ee 
means of face and by-pass dampers, | Tiffin Shop .....................0..000000005 Frigidaire 5 oa 
which maintain a temperature of 70° | Neiser Bros. ...................000000eee0es Frigidaire 20 od 
gah mae | with pate Bip neny Bs R. LL. Spitaley Co. (OMCs). «....6 66.50.58 Frigidaire 3 worn . 

nother rane ins ation nm | Cunningham Drug Stores .................. Ilg 10 bas 
Winona is the Elk’s club, where a meres. 
central-station system provides cool- Self-Contained Unit Systems a 
ing, heating, humidifying, and venti- | Felix Francois (Beauty Salon) ............ Airtemp 5 Details of the conditioner for the wheat laboratory are shown in “The 
lation. Sixty thousand cubic feet of | Chevrolet Motor Co. ................0..0005 Frigidaire (two 3 hp.) 6 this picture. justry 1 
oa in mind building is changed every | Garon’s Chop House ....................5. Carrier 5 oa a a io 
six minutes. 

Economy of operation is made Central-Station Residence Systems ° ° ese os country 
possible by a control switch, located | T. M. Rinehart ............................ Frick 10 Wheat Testing Laboratory Installs Air Conditioning _— 
in the bar of the club, which shuts | Daniel C. McGuire ........................ Frigidaire 3 ae 
off a major portion of the system wae’ 
23 a aS > ee on te tee To Control Atmosphere For Accurate Test Results JB sey: 
rooms only. 8. S. Kresge Co. (Ferndale) .............. American Refrigerating Co. 15 aa 

The system uses 25% outside air WOOSTER, Ohio—Air condition- , conditioner used for this room was 
at all temperatures down to 35° F., Room Coolers ing has been installed in the Federal | equipped with a pre-heating coil at New 
after which 100% recirculated air is | 12 Carrier % hp. ............0.cccccceeccceceeeccceueeeuseeeeuscecucsevsnaennaenes g | Soft Wheat Laboratory here by the | the inlet, scrubber plates which were 
used during cold weather. SE ME oso: Js ven dulans na eubscdoupeeddauadicaseevenataceiounnesss 2y, | Refrigeration Economics Co. of | sprayed with fresh water to remove U 

Oe - 5 signe as Aah Ga EATETE SLESLECEE DIAS SATNUACDISG LACH EETIIAIE ES 1% | Canton, Ohio, to assist engineers in | flour dust from the air, a spray com- | 
. “1 at en nin ck5 shnb42doeheee obs nagnegentseSeeninenieetepactsaseiasssies 1 testing the milling and baking quali- | partment supplied by a Wesco spray 
Attic Ventilation Added I So 6.3. os phe bbe Sin retnn alk Ss beaR Nev eSbe ses Duceekaet ee eaeinaieks 2 ties of several hundred varieties of | pump, recirculating most of the ‘ SAN | 
i 8 ica ia, Crnirnc ti vhnki Lee ehheasnedevndkeeehiahake Genkdaunetsets x, | Wheat. Condensing units used in the | water, a Freon coil, an eliminator, S new 
Pm ecg fig oe oe ht ait ris ts dint ecsba wudene Kadalicsabowhek bin bitawhsievinaed y%, | System were manufactured by Mills | and direct-connected Peerless blower =e = 
ee ee ar ae | PRUMPNNIINE RR oes eset scccssstecrsnesrseenessssssennenennictorn 4, | Novelty Co. of Chicago. units. pl 
GB Mowta GOON ....csscosccsserscccussecsceseccenscsevecssevevseunvesscersseesce 3%, | Purpose of the Federal Soft Wheat - 
line of product hich , : 
of products which he handles Laboratory, which is under the direo- PNEUMATIC CONTROL nin z 
A . - — m tion of the Department of Agriculture Control of the conditioner was various 
ugust Detroit Air-Conditioning Sales and is located at the Ohio Agricul- | maintained by pneumatic apparatus pe 
tural Experiment Station here, is to | installed by National Regulator Co. asides 
Classification Installation Hp. determine which of five or six hun- | division of Minneapolis-Honeywell of th 
dred kinds of wheat can be grown | Regulator Co. rego 
| Remote Direct-Expansion Systems most profitably by the farmer. Conditioning units for the other ert Ps | 
Semel Phenker, Bt. Chemene ....<.....scsss Aistoup 75 Certain types of wheat may suit the | two rooms, each powered by a Mills tion a 
BOO EOE pends cies ss bsecbabeheseesves Carbondale 175 farmer, but cannot be used by the | 2-hp. compressor, consist of housing? storage 
Second Church of Christ, Scientist........ General Electric 79 (| Millers or bakers. rie eae air filters, cooling coils ble Co, 
SRN OG v.6-6-05505.0006 65500505045 50ks 00 es General Electric 125 eating coils, and centrifugal blowers. plants i 
Twenty Grand Recreation (Bowling)...... Westinghouse 25 CLOSE CONTROL NECESSARY All coils used in the system were Clevelanc 
Realizing that a close control of | fimmed copper and aluminum con ton, Ohio 
Self-Contained Unit Systems temperature and humidity was nec- | Struction, manufactured by - onion ste 
i ai Dexter Ice Cream Co. ............00..00: Airtemp 3 essary for producing accurate re- | Refrigeration Economics Co. o Pear sto 
no. es Dexter Dairy Co. ..............5.. Airtemp 3 sults from tests, the Department of | Canton. Refrigerant coils _ wert (Calif.) 
Grinnell Bros. Music House .............. Norge 2 Agriculture authorized the installa- equipped with a distributor to meter and the 
— — — | Frederick Coleman Residence ............. Airtemp 3 tion of air-conditioning equipment in oe same amount of Freon to each Walnut ( 
a , : Briggs Mfg. Co. ....c0ccccccececeeeeeeeces Airtemp (two 3 hp.) 6 | three rooms in the Federal Labora- | )°rizontal section. contai 
Refrigerating Engineers aati mail tory. During a six-weeke’ period afte om 
‘ee 2 entral-Station Residence Systems the equipment was installed, record Fi 
| R Next is 
Appreci ate the Accuracy eins eee Carrier 3 steenenn oe 2 19 ft. By a hee any eahrmenente eran eanee bp tale ~~ ie 
of ALCO Lad TK” Thermo SMD, Ssiecneceuetessédesdeveasaacan Westinghouse 2% | and is maintained at any desired vera g outdoor temperature and lockers, a 
ee temperature between 70° F. and eta nie manager 
« ° j . Py of P. : ns 
EE, scccn cuit ious nave VERawh ence diened Vids sdurdetvesss4neei einen dse+s 8% el ra page an maa NO VIBRATION TROUBLE ae 
THE rucceem and ac: : ~ > ~ Li dkbenee sive nh take seeker fANAteehs eAMRRehEAbOKOdesas20cadegdetnease 2% | humidity in this room is from 50% Dr. E. G. Bayfield, cereal technolo 
| ace nes Se Som : = . ; : a LARERed AORN KERATARSRRGESW LD ERRES ORDERS ERAS KISH EZR RD SER SSEREE 3 to 90% with not over 2% variation. gist in charge of the experimental -> 
ree : capacity “TK” T ermo rtemp DF GNAGIAKG6G54RS TEENERLAG N54 TRIKE OEANGEIADDA WEDS ATE E ROKK US 6 station, was apprehensive of vilration & 
he ; a ~ ue to the fam- Og a a ene ee ee spiakebndske uae se 1% ROOM DESCRIPTIONS troubles which might result from the 
es : record 1 Fairbanks-Morse 1 hp 1 f ait ent Y 
ae ’ - b, HREM raURavabpdeentiachedebahaciecesenisksere Re babnesiens use of air-conditioning equipmen 
Sock enn Ete 1 Room Cooler ...........- 20. esse ee eee ee nsec teens neers eee ee teers ees esesteeeenenes 1% Room No. 2, used for the bakery, | because delicate weigh‘ng operations 

niin | complete i. ee ae ee y = rage conducted in the laboratory tests 

est qvapetater effisioney at all Uanee. Z 95° While en perth of te “4 might become impaired. 

Since their inception, no ‘‘TK"’ valve has . ol It is reported that Dr. Bayfield has 

7 qoes leek te ehakee <=: paiienal avaek of perature is necessary, no provision ibra- 
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Locker Ctorages 


e@— , 
Co-op Sale By Locker 
Plants of Frozen Meat 


Suggested at Meeting 


PULLMAN, Wash. — Possibility 
that local quick-freezing and refrig- 
erated locker plants might band to- 
gether in cooperative groups for the 
widespread distribution and sale of 
fresh-frozen meat in package form 
was suzgested by L. B. Mann, senior 
agricultural economist, Farm Credit 
Administration, at the fourteenth 
annual session of the American 
Institute of Cooperation held on the 
campuses Of the State College of 
Washington and the University of 
Idaho. 

“It appears possible,” Mr.- Mann 
declare’, “that local combination 
freezing and locker plants might 
gradually expand their operations to 
process, freeze, and store packaged 
frozen meats and other perishable 
goods for commercial purposes. 

“Groups of these small plants 
might pool the selling of their prod- 
ucts through large regional sales or- 
ganizations s:milar to those used 
by local creameries. 

Progress of food freezing was 
further discussed by Herbert Beyers, 
manager of the Northwestern Tur- 
key Growers Association, who de- 
clared that quick-freezing was well 
on its way toward making turkey a 
year-around meat rather than a 
holiday specialty, and by H. C. 
Diehl, director of the federal frozen 
pack laboratory, who called quick- 
freezing the most significant develop- 
ment in the food field in the last 
half century. 

“The growth of this youthful in- 
dustry has been amazing,” he stated. 
‘In 1928 the frozen pack of this 
country was essentially an experi- 
mental one. In 1937 almost 58,- 
000,000 pounds were packed in the 
United States, of which approxi- 
mately 20,000,000 were packed in the 
Pacific northwest.” 


New Booklet Describes 
Uses of Insulation 


SAN FRANCISCO—First issue of 
its new house organ, “The Palco 
Wool Insulator,” was published last 
week by Pacific Lumber Co. as a 
means of bringing latest develop- 
ments on the application of Palco 
Wool to the attention of users in 
various fields. 

_Among installations using Palco 
insulation described in the first issue 
of the new publication are the 45,000- 
bushel apple storage plant of Salem 
Fruit Growers Cooperative Associa- 
tion, Greenford, Ohio; vegetable 
storage plant of Greenhouse Vegeta- 
ble Co., Berea, Ohio; flower storage 
Plants of Berthold-Grigsby, Inc., 
Cleveland, and Yoder Bros., Barber- 
‘on, Ohio; the William Gee apple and 
onion storage plant, Almont, Mich.; 
Pear storage plant of Placerville 
\Calif.) Fruit Growers Association, 
and the storage plant of California 
Walnut Growers Association, sa’d to 
contain the world’s largest air-condi- 
tioned room. 

Next issue of the “Insulator” will 
an the subject of cold storage 
ockers, according to Edric E. Brown, 
manager of the Palco Wool division 
of Pacific Lumber Co. 


—_. 


New Methods Enable 


Firm To Fast-Freeze 
Squabs Successfully 


LOS GATOS, Calif.—-A _ special 
process for making the broth and 
the fact that quick freezing does not 
permit formation of large crystals 
nor break down tissue has enabled 
Hubbell Squab Co., directed by Dr. 
George M. Hubbell, to produce and 
ship frozen squab which is said to 
compare favorably in flavor with 
the fresh bird. 

Although most of the squabs raised 
by Dr. Hubbell are shipped fresh, 
packed in ice, he has experienced 
increasing demands for frozen squabs 
which he packs in Tearstrip con- 
tainers manufactured by Mono Serv- 
ice Co., Newark, N. J. 

Until three years ago, Dr. Hub- 
bell’s frozen squabs were prepared 
by the glazing method. At the pres- 
ent time, however, two size 8 or 9 
squabs (weighing 8 or 9 lbs. to the 
dozen) are placed in a 1-pint con- 
tainer. No. 12 squabs are packed 
singly in the same way. 

After being placed in the con- 
tainers, the birds are covered with 
broth and the containers are then 
placed in circulating brine at a 
temperature of about 0° F. for two 
hours, after which they are ready 
to ship. In shipping, several cartons 
full of containers are placed in a 
well-insulated packing case. 

One advantage of the Tearstrip 
containers, according to Dr. Hubbell, 
is the sterile quality of the tasteless 
and odorless paraffin wax with which 
they are impregnated. 

Before being packed, all squabs 
are boned by hand at the rate of 
20 to 25 birds per hour, so that no 
bones except the drumsticks remain 
in the frozen product. 

Dr. Hubbell, who gave up his 
medicinal practice 20 years ago to 
devote his full time to his hobby of 
squab raising, states that his produc- 
tion now totals 40,000 birds a year. 

All waste in the Hubbell plant is 
utilized, imperfect birds being stuffed 
and mounted, bones, head, and feet 
going to a packer of dog and cat 
food, feathers being disposed of 
through the usual channels, and 
droppings being sold as fertilizer. 


Plans Revived For 
Waukesha Plant 


WAUKESHA, Wis.——J. F. Palmer, 
president of the Palmer Products Co., 
last week announced plans for a 
community cold storage locker plant 
to be established on the first floor 
of the company’s building here. 

The announcement follows aban- 
donment of plans for a refrigeration 
plant started last spring by the 
Waukesha County Cold Storage Co- 
Operative, a project organized by a 
group of farmers but dropped be- 
cause enough subscribers could not 
be enlisted. 


Darlington, Wis. Citizens 
Will Have Lockers 


DARLINGTON, Wis.--R. E. Mc- 
Connell is establishing a cold storage 
locker plant in the R. J. Quinn build- 
ing here. 


Patrons of Wyoming 
Plant Can Get Into 
Lockers at Any Hour 


CASPER, Wyo.—A_ refrigerated 
locker room equipped with 150 
lockers each having a capacity of 
200 lbs. has been placed in operation 


by Indian Ice & Cold Storage Co. for © 


rental service. 
the room is maintained at 10 to 12° 
above zero, and air 


Temperature within | 


circulation | 


through the lockers is provided to | 


prevent drying or molding. 


Rental charge is $12 per year, and 


under individual arrangement patrons 
may have access to their lockers at 
any time of the day or night, includ- 
ing Sundays. In announcing this 
new service, said to be the first of 
its kind in Wyoming, the company 
ran a two-column newspaper adver- 
tisement emphasizing the savings 
which could be effected by means of 
locker storage. 


For several years the Indian com- 
pany has maintained a storage room 
for wild game, and as considerable 
big game hunting is done in this 
vicinity it is expected that the lock- 
ers will be used extensively for this 


purpose. 


Non-Perforated Lockers 


Have New Design 
For ‘Still’ Air 


AURORA, Ill.—A new type of non- 
perforated locker for refrigerated 
food locker plants has been an- 
nounced by All-Steel-Equip Co., Inc. 
here. 

Built in heights of four to six 
compartments, the ‘Froz-N-Food” 
lockers have solid sides, backs, and 
bottoms, and have no louvers on 
door or drawer fronts. 

The new _ non-ventilated locker 
was designed to meet the requ're- 
ments of locker plant owners who 


helieve that, because the forced-draft | 


method of refrigeration is _ used, 


In the above picture are the men 


who took the leading part in the 
Conference on Frozen Foods held in 
conjunction with the convention of 
the National Food Distributors Asso- 
ciation. At this conference much new 
information on frozen foods retailing 
was brought to light. 

(Standing: left to right) Harry 
Coward, Howard Hickman & Wattels, 
Buffalo; Thomas Good, Good Bros., 
Washington, D. C.; Harry R. Whitney, 
George R. Whitney Co., Buffalo; Luis 
Gibson, C. V. Hill & Co., Trenton, 
N. J.; Chas. Q. Sherman, Chas. Q. 


They Trained Light on Frozen Foods Selling 


Sherman Co., New York City; Albert 
Sprague, Jr., Sprague Warner & Co., 
Chicago; W. R. Cassidy and Geo. S. 
Wallick, William Edwards Co., Cleve- 
land; Ivan Miller, Food Industries 
Magazine; M. A. Corbett, C. V. Hill & 


0. 

(Seated: left to right): E. P. Crook- 
er, Jr. Frosted Foods, Inc., New 
York City; Fred E. Scott, Chicago; 
Jack Christian, Christian Bros., Inc., 
Pittsburgh; Porter F. Leach, New 
York City; J. A. Kennelly, Chicago; 
Emmet J. Martin, secretary, National 
Food Distributors Association. 


Second Plant Opened 


stored meats deteriorate by dehy- | 


dration. 


Many plant operators and design- | 


ers, the All-Steel-Equip company 
avers, hold that ventilation of lock- 
ers is made unnecessary by the 
almost complete suspension of bac- 
terial activity in the accepted locker 
room temperature of about 10° F. 


The new Froz-N-Food lockers are 
available in all 33 standard A-S-E 


By Michigan Firm 


SAGINAW, Mich.—-Symonds Bros., 
stoker dealer here, owner of the 
locker storage plant at Caro, Mich., 
built early this year, has recently 
completed a second plant in the city 
of Saginaw. 

Both the Caro and Saginaw plants 
were built in oonverted railway sta- 
tion buildings, which the Symonds 
brothers found well suited to locker 
storage plants, because of the heavy 
masonry walls. 

Both plants have 300 lockers, and 
provision has been made for 200 
additional lockers to be_ installed 
when the present number have been 
rented. 


Macomb Ice Service Co. 
Plans $15,000 Job. 


MT. CLEMENS, Mich.—-The Ma- 
comb Ice Service Co. last week 


| announced plans for construction of 


models in heights of from 69% to | 
1081%4, inches to allow close adapta- . 


tion to any ceiling height. 

There are styles with one base 
drawer, two drawers, or all door 
arrangements. Door compartments 
are 18 inches wide, 30 inches deep, 
and 15 inches high, 18 x 30 x 17 
inches, 20 x 30 x 15 inches, and 
20 x 30 x 17 inches. 

Drawer compartments come in the 
same widths and depths, but are 3 
inches higher in every case. 

Most popular arrangements, the 
company claims, are those which 
include two drawers at the bottom, 
because of the better rentals to be 
obtained from the drawers and be- 
cause of their popularity with locker 
plant patrons. 

Drawers on the Froz-N-Food lock- 
ers are built on the same principles 
of construction as those used by the 
All-Steel company in manufacturing 
heavy-duty steel filing cabinets. 


For locker plant operators who 


prefer air circulation through the | 


lockers, All-Steel-Equip Co. still is 
making the complete line of Froz-N- 


Food lockers with perforated bodies | 


and louvered doors and drawers. 


Write for Complete 
Data Bulletin 


Ideal for 


Results: Greater Freezing S 
No skilled help to defrost. 


The “ 


TRENTON 


Seestins Temperatures. Self Defrosting. Replaces Pipe 
Coils at lower tial cost per given ton. 

in Less S 
Process 
Just close shutters, turn on electric heater switch, and 
transformed into an insulated oven. 


Soe designed insulated cabinet 
utters prevent any material change in the 
cooler temperature while defrosting. Auto- 
matic pressure relief preventing h 
sure in coil during defrost operation. 


be ee ~~ Ry aR, AR 
chelinad wuieg nyt. —» B- 


AUTO RADIATOR WORKS, Trenton, N. J. 


. No —— hook-up. 
ma the ‘Unit is 
n 


and 

APPLICATIONS: 
Storage. Ice Cream 
Storage Rooms. e Cream 
Hardening Rooms. Frozen 
Food Storage. Sharp Freez- 
ers. Locker Storage, or any 
ether applications involving 
temperatures below 32°. 


Apple 
pres- 


the first food storage locker plant 
for Macomb county at a cost of 
approximately $15,000. 

Five hundred lockers capable of 
storing 300 lbs. of meat will be in- 
cluded in the original installation, 
but refrigerating capacity will be 
sufficient to care for additional 
lockers if demand warrants. Lockers 
will rent for $1 a month. 


’ " 


Vacuum-Packing of 7 
Milk Accomplished 


WAUKESHA, Wis.—A method of 
sterilizing and vacuum-packing milk 
so that it will keep indefinitely has 
been perfected by Grindrod Process 
Corp., company officials have an- 
nounced. 

The Grindrod process, it is claimed, 
preserves the natural flavor of the 
milk and retains the qualities con- 
tained when fresh drawn from the 
cow. 

George Grindrod, head of the firm, 
developed the basic principles of the 
process 18 years ago when he was 
chief chemist and director of re- 
search for Carnation Co., producer 
of condensed evaporated milk. 


Extensive use of the method has 
been delayed until the perfection of 
stainless steel, inside-enameled cans, 
and the development of a satisfac- 
tory method of vacuum sealing cans. 


Cannery To Freeze 
For Locker Plants 


CEDARBERG, Wis. — Cedarberg 
Canneries, Inc. has recently spent 
$50,000 on equipment for quick- 
freezing peas and corn. The expendi- 
ture was made in accordance with 
the present demand for frozen foods 
by locker storage plants and re- 
tailers of frozen products. 


Triple-Seal.... 
lireatly Increased 
Diaphragm life.. 
Three-fold Action 
and Single Turn 
Opening. .... 
ON THE MARKET SOON 


Watch for Announcement 


by MUELLER BRASS CO. 


PORT HURON, MICHIGAN, U.S. A. 
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Air Conditioning 
Needs Vocabulary 


HE approach to any new 

field of endeavor is through 
the medium of a new vocabulary. 
Students of chemistry learn to 
speak and think in terms of cubic 
centimeters, atomic weights, and 
symbols which designate the ele- 
ments; European statesmen use 
all-inclusive descriptive phrases, 
such as “totalitarian,” “ideology,” 
and “leftist,” and every modern 
industry is built up around its own 
expressive language. 

Rapid growth of the refrigera- 
tion industry during the past 15 
years has made it expedient to 
use “coined” words, many of which 
will eventually appear in technical 
lexicons, and become a part of 
the American language. Notable 
examples are ‘‘Freon,” “Sterilamp,” 
“Monitor Top,” “Rollator,” ‘“Eso- 
too,” ‘‘Meter-Miser,’” and ‘“Polar- 
tron.” All of these words carry 
exact meanings to men working 
in the industry. 


Coined Word, ‘Humiture’ 
Evokes Storm of Disapproval 


That the air-conditioning indus- 
try is in need of a more complete 
and better defined terminology is 
illustrated by the storm of dis- 
approval resulting from the publi- 
cation of a new word: “‘humiture,”’ 
in Time magazine. 

Invented by Osborne Frank 
Hevener, a New York bank official, 
humiture is described as a 
combination of temperature and 


humidity; the two readings added | 
Suggest Use of Scale 


together and divided by two. 


‘Effective Temperature’ 
Considered Too Complex 


Instantly air-conditioning minded 
readers of Time magazine reacted 
to the fallibility of humiture 
indices and the method used to 
determine them. 
Kenzie, Jr., suggested that the 
term, “effective temperature,” well 
known to air engineers, be used 
instead. 

The editors of Time “balked at 
swallowing such a sockdologer as 
effective temperature,” which can 
be defined as a “composite index 
combining the readings of temper- 
ature, humidity, and air motion.” 


Kenneth Mac- | 
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Readers of Time rushed to the 
rescue, suggesting ‘“Thermidity,” 
a contraction of temperature- 
humidity, ‘Temperfect,” ‘“Com- 
forture,”’ ‘“Compositure,” ‘“Compo- 
ture,” “Humanature,” and one wag 
tried to end the discussion once 
and for all by submitting the word 
“Humorture.” 

Alarmed, one A.S.H.V.E. mem- 


ber stepped into the fray, insisting | 


that “you do not deceptively over- 
simplify an essentially complex 
condition.” 


Human Nature, Human Body 
Are Complex, Too 


The scramble for a “coined” or 
compound word to express the net 
result obtained from the operation 
of an air-conditioning system, i. e. 
human comfort, inevitably brings 


us to the fact that the human | 
body, combined with the foibles of | 


human nature, cannot be over- 
simplified, either. 

Air-conditioning engineers must 
learn what the doctors already 
know: that no two _ individuals 
will react the same to the weather, 
the temperatures produced by an 
air-conditioning system, or the 
effect of green onions on the 
stomach. Human reactions, mental 
and physical, are affected by 
myriad conditions beyond the con- 
trol of the physician, psychiatrist, 
or the air-conditioning engineer. 
The industry must resign itself to 
the obvious fact that there can be 
no mechanism which will develop 
“perfect comfort” for everyone. 


Engineers Sometimes Fail 
To Consider Public Desires 


Commenting on the _ present 
situation, John R. Parsons, a 
consulting physicist of New York, 
states in Refrigerating Engineer- 
ing that “ballyhoo is rife and 
everyone has his own system of 
explaining comfort. The layman is 
mixed up by the comfort charts, 
but when he (the layman) is 
uncomfortable the engineer feels 
that he has done his share, as 
much as to say people don’t know 
what they want.” 

Alarmed over the number of 
complaints received by owners of 
air-conditioning systems from cus- 
tomers, patrons, and employes, 
and by the fact that “National 
League ball players (who travel 
constantly) avoid air-conditioned 
trains,” Mr. Parsons suggests a 
new scale of temperature based on 
air at 50% saturation, registered 
on the ‘“Therhumiter’’; an instru- 
ment which Mr. Parsons has 
designed. 

Referring to “effective tempera- 
ture’ as a nebulous term, Mr. 
Parsons asserts that it has been 
impossible to make the present 
system of combining temperature, 
humidity, and air motion readings 
clear to the public as an index of 
comfort. 


Based on 50% Saturation 


Mr. Parsons feels that because 
the effective temperature scale was 
based on saturated air, whereas 
the normal atmospheric condition 
is about 50% of saturation, read- 
ings resulting from the effective 
temperature scale are misleading 
to the public, which thinks of 
comfort in terms of temperatures 
at 70 to 75° dry bulb. 


arrives at the well-founded conclu- 
sion that no matter how many 
engineers tell a man that he 
should be perfectly comfortable at 
66° E-T, the individual may still 
insist that he is cold and a demand | 
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-_ word—or temperature, 
Reasoning used by Mr. Parsons | 
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a temperature reading in the 
seventies no matter what kind of 
temperature is used. 


‘Therhumiture’ Reading 
May Key True Comfort 


Dissatisfied with the effective 
temperature scale now in use, Mr. 
Parsons has revised the scale to 
one he calls “normal effective 
temperatures,” which is based on 
air at 50% of saturation, rather 
than on saturated air. 

The resulting readings on the 
“Therhumiter” run from 72° nor- 
mal effective temperature, to a 
maximum of 76° normal effective 
temperature. Basis of Mr. Parson’s 
theory is to put the “comfort 
zone” on the psychrometric chart 
within a temperature range now 
accepted by a public accustomed 
to reading dry-bulb temperatures. 


Time For Industry 
To Evolve Terminology 


Perhaps Mr. Parsons has a 
happy solution for the problem. 
Possibly weather bureaus all over 
the country could give out the 
“normal effective temperature’”’ 
along with temperature and hu- 
midity readings. Certainly the 
public has never been able to 
understand a comfort chart based 


| . 
on saturated air. 


No matter what method of 
terminology is used, it is time the 
air-conditioning industry came to 
some basis of self-expression that 
the public can at least comprehend. 


Air Conditioning Should 
Not Be Kept a Mystery 


Some organizations in the in- 
dustry have proceeded on the 
theory that air-conditioning ex- 
perts, like lawyers and physicians, 
should cloak their business in a 
language that the layman cannot 
understand, shrouding the profes- 
sion in protective secrecy. Others 
demand a_ greater clarity of 
terminology and expression, believ- 
ing that it never pays to fool the 
public. 


Acknowledging the fact that no | 


and air-motion scale will be per- 
fect—because of the human equa- 
tion encountered,: the need exists 
for a more ‘expressive air-condi- 
tioning language that will in time 
begin to mean something to the 
general public. 


humidity, | 


| at least start something along these 
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LETTERS 


Another Vote For 
‘More Cheerful News’ 


Warren-Norge Co., Inc. 

315 Fourth Ave., New York, N. Y. 
Editor: 

I have just read with a great deal 
of interest your editorial on “Distort- 
ing the News Is Not the Answer” 
and the reference made to Pete 
Sampson. First, let me say that I 
agree with Pete one million per cent 
and I am sure that if you digest the 
entire letter that Pete wrote to his 
dealers, he did not intimate in any 
shape, manner, or form that news- 
papers should mislead their readers. 


On the contrary, he told the news- 
papers instead of their depressing 
pessimistic attitude to show really 
what was happening in certain sec- 
tions of the country where employ- 
ment has gone back to work, where 
labor has gone back to work, where 
for one reason or other business has 
started again, where construction has 
started, where’ optimistic reports 
were founded on facts, on crops, or 
what have you. 


In the paragraph where you say 
“Stocks don’t always go up” I am 
sure no one knows that better than 
Pete himself. As a matter of fact, 
at the doldrums of the depression is 
when Pete built his business and if 
anyone knows the solution, or parts 
of a solution in building real business 
at the lowest ebb of the depression, 
I think Pete is the finest example 
that I know. 


I have always found that the more 
we talked on the bright side of life, 
provided we can back it up with facts, 
and the less we talk about the fellow 
who took things for granted and just 
folded up the better off we all were. 

The company that forges ahead in 
times of depression and recession is 
more than holding its own by virtue 
of the gains they made during the 
hard periods when things do come 
back to normal. 

Please don’t misunderstand this 
letter. This is not an eulogy of Pete, 
although any distributor in the elec- 
trical appliance business could pat- 
tern after his operation, but it is an 
expression of thought that coincides 
with his on the advisability of look- 
ing at the bright side of life. 


E. L. FROHLICH, 
Manager, Dealer Division 


Would Use Kansas City 


Plan on Commercial 


Ed Friedrich Sales Corp. 
San Antonio, Texas 


Editor: 
I read the article with much inter- 


est which started on the front page 
of the Sept. 14 issue of Air ConpiTION- 
ING & MRREFRIGERATION News headed 
“Cooperation Keeps Prices and Dealer 
Morale High in Kansas City, Mis- | 
souri.” | 

I think if it would be possible to | 


lines in every principal city covering | 
every section or district in the United | 


| publication at your early 


States on commercial refrigerators, 
it would certainly be worth the time 
and money because as you possibly 
already know, a deplorable condition 
is existing in the sale of commercial] 
refrigeration. It has almost reached 
a point now no matter how cheap or 
frail the product might be, it is 
being put out on price and terms. 
I would certainly appreciate your 
advising me by air mail special de- 
livery immediately whether or not 
this electric association covers com- 
mercial refrigerators or is this just 
domestic refrigerators. 
Georce FRiepricu, 
Treasurer 


Answer: We referred your inquiry 
to Mr. Weston, who stated in reply: 

“In regard to your inquiry about 
the commercial refrigeration business, 
we have not done much of anything 
on this in several years, with the 
single exception that early this year 
I had half a dozen of the leading men 
together at a luncheon and we dis- 
cussed a few problems of mutual 
interest. 

“It seems that three or four firms 
are doing most of the business here 
and, knowing each other rather well, 
they can settle some of their prob- 
lems over the teléphone.” 


Anybody Dealing 
In Miniatures? 


112 Central St., Somerville, Mass. 
Editor: 

Is it possible for you to furnish me 
with the following information. 

I want to freeze a portable object 
about the area and dimensions of 20 
ordinary brick, the freezing coil to 
be inside the object, the coil to be 
made of flexible tubing, and the lines 
supplying it to be made of the same 
tubing, the unit to be small ané 
capable of freezing the object t 
about zero. 

James McNEIL 


Seeks the Data on 
25 Cooling Jobs 


46 Gate St. 

Poughkeepsie, N. Y. 
Enclosed find one _ dollar; 
send me the following book— No. Bl. 
which is a manual where there = 
Twenty-five typical air-condition! 
jobs explained. I am a recent grad 
ate from the Refrigeration & 4" 
Conditioning Institute in Chico, !!. 
and I am quite positive this book will 
be of great value to me. Thanking 

you, I remain yours truly, 
PHiuip AssaTé 


please 


Recommended 


The Garland Co. 
3748 E. Qist St. 
Cleveland, Ohio 
Sirs: ; 
We had the pleasure of a visit th 
week from Mr. F. E. Hansen of t! 
F. C. Lovelock, Pty., Ltd. of Sydn® 
Australia, who spoke very hishly © 
your publication, AIR ConpiTI0 NING 
REFRIGERATION NEWS. 
We would very much 4p! a. 
your sending us a copy of ™ 
convenience 
R. H. Latte 
Export Departme™ 
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obber Cetivities 


New England Jobbers Association Holds 


first Annual Outing; Agents Are Invited 
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e Abso-Dry Pressure-Sealing Process 
— New Etficiency i in a Dryer yermrinacet 


Bulletin Board 
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Trenton, N. J. Dealer Has’ 


Formula For Sale of 
Electric Water Coolers 


TRENTON, N. J.—H. J. Siegrist 
of Trenton Electric, Inc., is credited 
with doing 80% of the water cooler 
business in this city of 120,000 people 

-at any rate, he has sold more than 
250 water coolers since his organi- 
zation has been in existence. And 
he say it’s all because he treats 
water coolers as a full-time selling 


ey 
Pee 


AVON, Conn.—First annual outing ; jobbers comprising the association , 
of the New England Refrigeration | and the men who represented them job instead of a sideline. 
Jobbe’s Association was held re- | at the outing: A. E. Borden Co., | “One reason why dealer organiza- 
- cently at the Avon Country Club | Boston, Chester Borden; Marsden & tions in towns the size of Trenton 
here. Invitations to the affair were | Wasserman, Inc., Hartford, Conn., — have failed to make the most of 
sent |) all manufacturers with which | Arthur Wasserman, E. Marsden, water cooler opportunities is that 
the «.ght jobber-members of the | Joseph Simons; Melchior, Armstrong, | they have treated water cooler busi- 
association do business, according to | Dessau Co., Boston, Mr. Hale; — ness as a sideline, rather than as the 
Rober’ W. Sheperdson, Standard | Parsons Bros., Bridgeport, Conn., excellent profit builder that it is,” 
Suppl. Inc., Worcester, Mass., sec- | Mr. Beardsley. | Mr. Siegrist says. 
retary-treasurer of the organization. Carl P. Payson Co., Springfield, | “The recipe for volume business in 
ting off with a luncheon, the | Mass., Carl P. Payson; Resco, Inc., | SRE water coolers has the same ingredi- 
Pon Brae a golf tournament, | New Haven, Conn., Mr. Morley; | | HENRY VALVE CO. ; ents that characterize successful 
a sof:-ball game, and dinner. Prizes | Rhode Island Supply & Engineering © enennetied aeons sales efforts in the housshold refrig- 
were «warded in the golf tournament | ©0., Providence, R. I., Mr. Mattison; — woe Bae. , ae 
as follows: low gross prize of $15 to | Standard Supply, Inc., Worcester, | Trenton is an industrial city, and 
A. C. Homeyer, Ranco, Inc.; low net | Mass., Robert W. Sheperdson, Samuel | the manufacturing is diversified. So 
prize of $10 to V. C. Mars, Ansul G. Saltus. anybody hoping to do any kind of a 
Chemical Co.; high gross prize of $3 Manufacturers represented at the volume job on water coolers must 
to H. A. Chandler, McIntire Con- | affair were: Alco Valve Co., A. B. study the market from the stand- 
nector Co.; and a $5 award for the | Schellenberg; American Brass Co., | eee. 46. She pecagees Ss Dalene, ane 
\ lowest number of putts to M.| Mr. Allen; Ansul Chemical Co., V._ the working conditions of his plant, 
Meiklejohn, Peerless of America, Inc. | C. Mars, T. R. Kearney; Automatic | The new display board pictured above which is being furnished to jobbers — Siegrist says. — 
om Ten door prizes of $5 each were Products Co., Adolph Brandt; | by the Henry Valve Co. does “double duty” for the jobber. The left part fre chee gt. cag a 
ere awarded at the banquet which con- —tegy B y “ woe a | of the board serves as a mounting board for the company’s advertisements ne on sit for water ah 
ators cluded festivities. Dinner was fol- Davis: Ae Bose a — | (the one shown being a full page from Air Conditioning & Refrigeration he says, so that it can have Sieh nem 
: eee lowed by the customary speeches, Dayton Rubber Mfg. Co., James | News), while the right side is a blackboard which the jobber can use information concerning executives 
ssibly and a pepe “—— te through Torrant; Fedders Mfg. Co., Mr. | to advertise ae, or on which he can put goodwill messages. who will have a hand in the final 
SD ate water, wener™en | Homesker ie Hiner Gay Pa a oo a eee 
s ’ ; M. Wright, : . e company a hint on whether to 
— The association, composed of the . ee gia z wd pat | Jobbers Have Chance To Chicago Factor y Br anch stress the advantage of deferred 
4 4 eight jobbing firms whose names | Imperial Brass Mfg. Co. L. A. | payment buying in closing the sale. 
rms. wad Of the Het Ge compamion Tepes | Senses, B. HM. Buck; Keretest Mey. | Write on a Slate And Warehouse Opened Most leads are obtained by direct 
your meh at 2 oo gg be Co., W. A. Siegfried, J. F. Munster; | | canvass, the dealer reports, although 
al de- formed so at refrigeration supply : ae , H direct-mail campaigns usually brin 
r not jobbers in the New England states a Wie es anon, CHICAGO— Of double use to job- By L. H. Gilmer Co. in a number * 3 seastetns Factory 
com- might become better acquainted by | to, Co., Charles A. Cummings. | bers of air-conditioning’ and refrig- sales promotion aids on water cool- 
S just meeting periodically to discuss their Mueller Brass Co., Francis House, | eration parts and supplies is a new CHICAGO—Direct factory branch | ing are employed, for the most part, 
common problems, and so that they | 4 Huntley; Peerless of America, display board now being made avail- | 4,q warehouse operated here by | in all the dealership’s direct-mail 
RICH, might collectively approach manu- | Inc, M. E. Miller. Maxwell Meikle. able to them by Henry Valve Co. | 7, y Gilmer Co., Philadelphia manu- | work. 
asurer facturers regarding grievances or | >. Ani | here. . , facturer of refrigerator belts, has Another important factor in the 
akin a john; Kramer Coil Co., Harry | Besides serving as a mountin ; ; iegri 
nquiry constructive ideas. Klingler: Ranco, Inc., A. C. Ho | hanno} bd been moved from 665 W. Washington | firm’s success, believes Mr. Siegrist, 
r ; : de y anc., A, \. Homeyer; | board for reprints of the company’s , : ; 
reply Monthly meetings are- held in | Superior Valve & Fittings Co., a Gvcctioem Mi nti ce act > Ae Blvd. to 351 E. Ohio St. has been its refusal to sell undersized 
aoa Hartford, Conn., seven having been | Charles R. Logan; United Wire & | , Pe pace cali pres the A. B. MacFarland, for five years | UNits just to land an order. Several 
ything held so far. Supply Co., Mr. Pentagast; Virginia « pper with - easy and effective | assistant to the company's sales other dealerships have tried this 
h the Following is a list of the eight | Smelting Co., Frederick Binns. | = : : , manager, heads the branch. He is | ™@nuever, and the sight of their 
- | y to build goodwill and advertise Bager, ‘ sins catching up on them has con- 
on ? | refrigeration products of his own | assisted by a factory trained me- | 7 og air Giecriat of his own 
Ae M-A-D Opens Branch Central Service Supply | choosing. . chanical engineer as well as an policy's worth. 
nutual . ‘ z |. Among the uses to which the Se es ee. oe Recommendations from engineering 
At Pittsburgh Recommends the News | board may be put are listings of sales staff. departments of plants who are get- 
firms | Close-outs, weekly standings in sales | = ———— a ting satisfactory service from cor- 
3 here PITTSBURGH — Melchior, Arm- SCRANTON, Pa.—Central Service | contests among counter men, notices A h R k T. Di rectly-sized water coolers have gone 
* well, strong, Dessau Co., Inc. has opened | Supply Co., jobber of refrigeration | of interest to the local trade, and rthur Kocke lo irect a long way in closing stubborn pros- 
prob- a new branch with warehouse facili- | and stoker supplies and parts, is | 8eneral goodwill messages. Another E D pects, he declares—another reason 
ties at 2709 Penn Ave. here, F. M. | circularizing its customers with the idea gaining favor is that of chalk- xport Vepartment for his sticking to his “plenty-big” 
Dessau has announced. C. Vance | offer of a sample copy of AIR Conpi- | in§ Up wisecracks—the kind that Of S . V | policy. 
Hale, formerly Melchior’s Boston | TIONING & REFRIGERATION NEWS, | bring a smile and put the prospective uperior Vaive “Our methods have secured more 
engineer, is in charge of the new | which it recommends as a source of | buyer in good humor. than 80% of the water cooler busi- 
office. reliable and complete information for The display was _ prepared for PITTSBURGH — Arthur Rocke, | ness placed in Trenton in the last 
The Melchior firm has not operated | all those selling, installing, or serv- Henry Valve by the Raymond C. | president of Rocke International | two years,” Mr. Siegrist says. “So 
-_ in this area before, Mr. Dessau said, | icing refrigeration, air-conditioning, | Hudson advertising agency here. Electric Corp., New York City, has | far this year we have delivered 91 
and the new unit consequently will 7 “¥° ao reports Theo- —_ a Pr oreceel pry ll bs + ge coolers, and prospects for going over 
be of i ; ore I. ou, proprietor. the 100 mark are quite rosy.” 
“i = a= — - In its ante, the company ad- | Set Screws & Wrenches Set | Fittings Co. K. M. Newcum, sales Among large aan ie by the 
object Large stocks of refrigeration, vises its customers to “learn what In ‘Mercha ndis er’ Box er nae rtigay ngs company are the John A. Roebling’s 
of an heating, and air-conditioning sup- other dealers are doing to get busi- Associated with Mr. Rocke in| Sons Co., bridge builders, wire 
oil . plies will be maintained in the | "SS: @ll about new models and — Superior’s export department are L. | and cable manufacturers, 55 water 
by te Warehouse at all times, it was an- | Products; in fact, get the ‘News’” by HARTFORD, Conn.—A small as- | A. de Barrows, William Knapp, and | coolers in plants and offices; DeLaval 
" game nounced. reading the NEWS. sortment of the more popular sizes | Raphael Tarasco. Steam Turbine Co., 22 units; 
| and ee | of safety set screws and wrenches Mr. Rocke has spent the greater Hamilton Rubber Mfg. Co., nine 
ale Harsi Henry V. Dick Co. Opens | Garp have tect combined by that | Pat of the last 25 yours srosd, and | malts: Jooees Biokes Rubber Mtg. 
Nel arvison Heating Co. To y é , ° pi into a display ses Meo ee ae ae ae cee ane ‘lak ae poo 
NEIL P ame oe tour of South America. He also is e ruck bo llders, 
Sell York Line of 2 New Branches ing package known as “Sales Mer- export manager for Penn Electric | five units. 
a chandiser Assortment No. 497. Switch Co., Allen-Bradley Co., and Four Trenton banks also use water 
Winter Units CHARLOTTE, ws. (C.—Henry : V. | Intended for use by refrigeration | Automatic Products Co. coolers sold by Trenton Electric. 
Dick & Co., refrigeration supply job- | service organizations, small hard- aan enictinasaceaenuntpai capensis sesinemannaeS 
CANTON, Ohio—Harrison Heating ber here, has opened branches in ware stores, and mechanical repair 
& Air Conditioning Co. has been Raleigh, N. C. and Columbia, S. C. and maintenance shops of all kinds, 
appointed exclusive dealer in this os es lag oa Pesngy using pects the carton is suitable for counter . 
oa territory : ¥ ’ display and contains plainly marked 
enn Gas nox Men ae ait eae tien Henry V. Dick, manager. individual boxes for each size screw . a 7 T a o L € d in 
re are ese ‘ir heating and winter condi- and wrench. 
joning loning units, J. W. Brothers, man- H a H ‘ ie glee tila a 
" 0d o* the air-conditioning depart- Firm le "Streamined G uarantee 
0, I. distributog non, Hardware Co. York | ROCKINGHAM, N. C.—Economy 
k will a" — Auto Supply Co. claims to have 
ynking ee; ane of the Harrison com- | “streamlined” its organization by | 
el ‘cludes Robert G. Harrison, | consolidating its Hamlet, N. C. store 
sBATE + neg and manager; his brother, | with the headquarters store here. 
—.. T. Harrison; and Charles 
— ae es ' = —= RE | The double tag on a cylinder of 
“é es Harrison P ‘ 
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ve & Bradstreet Economist Warns Business 
To Demand ‘Thoroughness’ In Work of the 


‘Temporary National 


PITTSBURGH—Business can best 
defend itself from unfair attacks as 
a result of inquiries by the new 
“Temporary National Economic Com- 
mittee” into the workings of the 
American business system by insist- 
ing that the study be long and 
thorough enough to bring out all the 
facts, Edwin B. George, economist of 
Dun & Bradstreet, Inc., New York 
City, said in a talk here before 
the nineteenth annual convention of 
American Trade Association Execu- 
tives. 

“Within the broad variety of im- 
pressions that have registered with 
observers of the current economic 
inquiry,” Mr. George said, “three 
seem to be outstanding: 

“1. We must realize that the 
erratic workings of our system have 
given ample provocation for govern- 
mental inquiry, that the issues in- 
volved have a long past and doubt- 
less will have a long future, and that 
each generation at some time or 
other must do mortal combat with 
them. 

“2. We can be very grateful that 
the Committee is made up of men 
who realize that the problem is 


4 


Economic Committee 


i oach . 
hare supely is the Cis apgeeNe | broadening the horizons of American 


to mastery of economic ills which the 
world has yet achieved. 

“This canvas, however, is brutally 
slashed by the morbid type of man 
who makes research in_ skeleton 
closets his life work,’’ he continued. 

“He sees principally a tremendous 
percentage of our families living at | 
sub-subsistence levels, the increas- | 
ing violence of our cyclical swings, 
with their toll of unemployment and | 
distress, the relatively low utilization | 
of the capacity for great wealth 
which our genius has built, but can- | 
not discipline. 

“The Temporary National 
nomic Committee has made it plain 
that it is not interested in merely 

| 


Eco- | 


vindicating our national folklores | 
concerning the evils of ‘monopoly.’ | 
It has given notice of an intention | 
to canvass the entire economic scene | 
for first causes of maladjustment. 

“Among representative subjects | 
laid out for examination are business | 
size and concentration, price  be- | 
havior, patents, financial hegemonies, 
taxes, tariffs, trade associations, and 
industrial relations. Some of the 
questions for which answers will be 


This Committee May Determine Your Future 


That the federal government’s 
deserves the closest attention of business men everywhere has been 
pointed out editorially by the News; and Mr. George’s enlightening 


remarks amplify the point. 


To see how sweeping this study of business is going to be, 
one needs only to note the subjects the committee intends to 


examine: 


Business size and concentration, 
financial hegemonies, taxes, tariffs, trade associations, and indus- 


trial relations. 


Mr. George not only reports on the probable thoroughness 
and far-reaching effects of these investigations, but delineates the 
character, past records, and type of mind of each of the committee 


members. 


investigation of monopoly 


| and 
motive power and wastes of our 


self-evident that no outcome can be 
good unless it is built on more facts 
clarity concerning the true 


economic system than are so far 
available. That means that it is not 
likely to be good unless business it- 
self is an active partner in its 
conduct. 

“The American genius that has 
been able to perform miracles in 


life is likewise capable of improving 
their coordination, if it seriously 
addresses itself to the task. It is 
chiefly a matter of shifting the focus 
on to new problems, of raising the 
sights, rather than of dismissing 
experienced artillery officers.” 
Writing on what he terms “our 
national economic jury” in_ the 
September issue of Dun’s Review, 
Mr. George notes that “all of the 
members of the Committee have 
achieved distinction in their respec- 
tive fields, but even their collective 


- omniscience could hardly encompass 


all of the questions strewn non- 


_ descriptly throughout so vast a 


field.” 
SEN. O’MAHONEY 


Senator O’Mahoney: One of the | 
| Senate’s outstanding liberals; entered 
| the Senate in 1934 by appointment, 


has since been elected to the post. 
A consistent New Deal supporter, 
voting for Securities Exchange, 
Holding Company, Social Security, 
Guffey-Snyder Coal, and Wagner 
Labor Relations acts, and Govern- 
ment Reorganization Bill, he bitterly 
opposed the Court Reorganization 
Plan, and is said to have written 
personally a substantial part of the 
now famed adverse committee report 
on the bill. 

In collaboration with Senator 
Borah, he introduced the so-called 
Federal Licensing Bill, which de- 
posits with the federal government 
some of the powers over the charters 


| of corporations doing an interstate 


price, behavior, patents, 


complex, and that the answers most 
likely to be wrong are the overly 
simple ones. 

“3. No one has a larger stake in 
the problems involved than business 
itself, and only from business can 
come the deep-lying facts upon 
which a realistic national policy can 
be built.” 

Inquiry into the incongruities of 
our economic system is_ entirely 
legitimate, Mr. George reminded 
his hearers. 

“This is a country of  extra- 
ordinary lights and _ shadows,” he 
went on. “When we see a country 
teeming with automobiles, radios, 
highways, facilities for amusement 
that are utilized on a Gargantuan 
scale, and miscellaneous aids to good 
living of an abundance and clever- 
ness which stagger the imagination, 
the thought is hard to down that 
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INSULATION OF THE AGES 


| thorough enough. 


sought necessarily go beyond the 
realm of bare fact, as do many 
matters of principle that have their 
roots in human preferences and in- 
stincts, rather than statistical detail. 


“Industry will necessarily ap- 
proach this inquiry with mixed feel- 
ings of its own. As groups of human 
beings, they will want both to assist 
the government in correcting malad- 
justments and protect themselves | 
against unfair attacks. Some of them 
have already responded to this double 


challenge by initiating voluntary 
explorations of their own dark 
concerns. 


“On the score of defense, one of | 
the best things they can do is to use | 
the last ounce of power or influence | 
they may have to see to it that this 
investigation is long enough and _ 
Greatest danger 
of all, especially in view of the fact 
that the government files are already 
crowded with evidence of technical 
wrong-doing, lies in a _ brief and 
superficial inquiry. Such an inquiry | 
would be most likely to result in a 
vindication of preconceived ideas. 

“On the constructive side, it is 
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_ business that now rest exclusively 
_ with the individual states, including 


the power to withdraw or withhold 
operating licenses from corporations 
whose style of serving public interest 
did not meet the prescribed stand- 
ards as administratively interpreted. 


SEN. BORAH 


Senator Borah: In his sixth Senate 
term, and for many years chairman 
of Senate foreign relations com- 
mittee; generally regarded as a lib- 
eral, he supported much of New Deal 
program but was opponent of Court 
Reorganization Plan and disapproved 
of Undistributed Profits Tax as 
threat to burden too heavily small 
corporations and those with in- 
sufficient reserves. 

A denouncer of monopoly, which 
he regards as “the paramount issue 
today, indeed, the all-important issue 
of the past 50 years,” he argues that 
its survival ‘must lead to objection- 
able forms of regimentation and 
bureaucracy” for its effective con- 
trol, and that “the American people 


, Should not be forced to choose be- 


tween these forms of slavery.” 
His reputation for independence 
includes unpredictability, 


: 
| 


however, | 


so his ultimate stand cannot safely | 


be predicted. 


SEN. KING 


Senator King: Former associate 


| justice in the Idaho Supreme Court, 


he entered the House in 1897 and has | 


Voted for AAA, Securities 


Act, but against Guffey-Synder Coal 


' Act, Black-Connery Wage & Hour 


Bill. 
Holding Company Act. 

He was a member of the Senate 
finance committee which reduced the 
House Obill’s high 


| been in the Senate for the past 22 | 
| years. 


SEEEng? AM, GOS Sees Seety | has been bankruptcy and reorganiza- 


| Bill, and Government Reorganization | 
Did not vote on NRA, TVA, or | 


undistributed | 


profits tax, and personally opposes | 


even the principles of this tax. 
Strongly opposed extension of NRA, 
was against reorganization of the 


chairman of House Judiciary Com- 
mittee, he has voted loyally for most 
New Deal measures, but staged a 
dramatic revolt against the Court 
Reorganization Bill, which he pledged 
to keep buried in his committee if 
the Senate passed it. 

He introduced the economic in- 
vestigation resolution in the House, 
and was pressed into service on the 
Committee. His strategic position 
as chairman of the judiciary com- 
mittee lends importance to his serv- 
ice on the economic committee. 


REP. EICHER 


Rep. Eicher: Formerly assistant 
registrar of his alma mater, Univer- 
sity of Chicago, and for a decade an 
attorney for Chicago, Burlington & 


HERMAN OLIPHANT 


Herman Oliphant: Another ex-jay, 
professor, now in the Treasury De. 
partment, whose brilliance and per. 
severance is admitted, but whose 
practicality is questioned by some. 
Has been a steadfast sponsor of the 
Undistributed Profits Tax, in which 
connection he has indicated a cop. 
cern for small business, and a jis. 
taste for great enterprises. 

Since 1915 he has taught law at 
Chicago, Columbia, and Johns fio 
kins universities, and came to the 


_ New Deal in 1933 as general co\inse| 


Quincy railroad, he was elected to | 


the seventy-third congress and re- 
elected since then. Has been a con- 
sistent New Dealer. He defended the 
constitutionality of the Holding Com- 
pany Act, and introduced in Congress 


a bill to strengthen the existing | 


Clayton Act’s ban on acquisition of 
control of one corporation by an- 
other through merging of assets. 


REP. REECE 


Rep. Reece: Profusely educated 
both in this country and abroad, he 
formerly taught economics and was 
assistant dean of the New York 
University School of Commerce. 
Generally rated a conservative Re- 
publican, but voted for AAA, TVA, 
NRA, Securities Exchange Act, and 
Social Security Act; voted against 
Holding Company Act, Guffey-Snyder 
Coal Act, Government Reorganiza- 
tion Bill, Wages & Hours Bill, and 
Emergency Relief Appropriation of 
1938. 


THURMAN W. ARNOLD 


Thurman W. Arnold: Politician 
and professor, now assistant attor- 
ney general, he formerly was a mem- 
ber of the Wyoming House of Repre- 
sentatives, mayor of Laramie, and 
law professor at West Virginia uni- 
versity and Yale. An original thinker, 
the freshness of his outlook some- 
times threatens to set new altitude 
records for eyebrows. Upon his ap- 
pointment as assistant attorney-gen- 
eral, his views were challenged by 
both the upholders and the critics of 
established anti-trust law philosophy. 
Since he is now responsible for their 
administration, his views on anti- 
trust laws are now of great im- 
portance to both business and the 
general public. 

In a number of speeches and state- 
ments, he has advocated consistent 
enforcement of anti-trust laws as a 
means of keeping government out of 
business, that competition may be 
destroyed not only by active suppres- 
sion but by the over-competition 
resulting from a temporary over- 
supply and a catastrophic price de- 
cline, and made a general declaration 
of principles in terms of existing 
law. However, he does not intend to 
exclude the possibility’ of improving 
that law. He is credited with believ- 
ing that a system of separate laws 
for different types of industry may 
be part of the solution. 


WILLIAM O. DOUGLAS 


William O. Douglas: Chairman of | 
' the Securities & Exchange Commis- 


sion, he brings to the investigation a 
brilliant mind, an aggressive spirit, 
a liberal philosophy, and a judicious 
temperament. Termed by President 
Hutchins of the University of Chi- 
cago, “the nation’s outstanding pro- 
fessor of law,” his legal specialty 


tions. 


GARLAND S. FERGUSON 
Garland S. Ferguson, Jr.: Has 
served on the Federal Trade Com- 
mission since 1927, and is now chair- 


man of that body for the third time. | 


Personally he is rather conserva- 
tive, but after 10 years’ experience 
with business sins he is likely to 
have the view that they are rather 
widely practiced. He also may be 


| expected to carry with him the | 


judiciary, and objected to Mr. 
Roosevelt’s interference in the Senate 
_ leadership fight. Spoke against 


Miller-Tydings Act, and is expected 
to urge reconsideration of it and the 
Robinson-Patman Act. 


Although he _ has 


—— 


strongly de- | 


nounced monopolies, his position in | 


the present investigation may be 


| foreshadowed by his criticism of the 


| has 


Borah-O’Mahoney Federal Licensing 
Bill, which he opposed as providing 
excessive regimentation of corpora- 
tions. 


REP. SUMNERS 


Rep. Sumners: One of the House’s 
most respected members, in which he 
served since 1913. Current 


FTC's traditional disapproval of re- 
sale price maintenance, recently 
legalized by the Miller-Tydings Act, 
as well as its persistent opposition to 
basing-point systems. 


ISADOR LUBIN 

Isador Lubin: Now director of the 
Bureau of Labor Statistics, his back- 
ground has been principally academ- 
ic; he was professor of economics 
at Michigan and Missouri univer- 
sities, and was a member of the 
teaching and research staff of Brook- 
ings Institute. As special expert 


worked particularly in the field of 
prices. 


to the Farm Credit Administration, 


, from which he moved to the Trea. 


sury Department. His legal specialty 
is the study of legal procedures. 


RICHARD C. PATTERSON 


Richard C. Patterson: Only com- 
mission member with a “big 5 usi- 
ness” background, he is now Assist. 
ant Secretary of Commerce, formerly 
was assistant to the presiden: of 
J. G. White Engineering Corp., engi. 
neer for E. I. du Pont de Nen ours 
& Co., Inc., executive vice president 
and director of National Broacdcast- 
ing Co., has also served as ac viser 
and trustee for banks. 


WENDELL BERGE 


Wendell Berge: He is 35, youngest 
of the commission members, has 
been in government service since 
1930, when he joined the staff of the 
anti-trust division of Department of 
Justice, was later chief of both 
appellate and trial sections of the 
anti-trust division, and is now first 
assistant to Mr. Arnold in charge 
of the entire division. 

He believes that the country’s 
choice is between free competition 
and government control. ‘Those who 
deplore the further extension of 
government regulation of industry 
should welcome a program of vigor- 
ous and fair enforcement of the anti- 
trust laws,” he says. 


JEROME N. FRANK 


Jerome N. Frank: Now a member 
of the SEC, he entered New Deal 
service in 1933 as general counsel 
for the AAA, then shifted to the 
Federal Surplus Relief Corp., and 
has aided the RFC in _ railroad 
matters, a field in which his private 
law practice gave him considerable 
experience. He has a keen, suspi- 
cious, and open mind; and has sup- 
ported vigorously such controversial 
New Deal measures as the Court 
Reorganization Plan and the Mini- 
mum Wage & Maximum Hour law. 

Some indication of his ideas on 
Big Business may be inferred from 
his recent book, “Save America 
First.” As deeply disturbed as Sena- 
tor Borah about monopolistic price- 
fixing, he does not indicate “bust 
‘em up” tactics as a _ solution; his 
main argument turns around a plea 
for a policy looking towards eco- 
nomic isolation. He expresses sym- 
pathy with the idea of integration 
along NRA lines, with planning by 
code authorities representing indus- 
try, government, and labor. 


EDWIN L. DAVIS 


Ewin L. Davis: Ex-lawyer and 
judge in Tennessee, and ex-Congress- 
man from the same state, now with 
FTC. Served in Congress from 1919 
to 1933, where he was best known 
for his leadership against ship sub- 
sidies. Named to FTC in 1933, he 
is thoroughly familiar with the back- 
ground of the “monopoly” problem. 


CHRISTIAN J. PEOPLES 


Christian J. Peoples: Formerly 
rear-admiral in the Navy, he has 
been director of procurement (in 
reality, chief purchasing agen for 
the U. S. government) since 193%. 
He has in his records probably the 
most elaborate file of price offers in 
existence. Some of them, appearing 
in the form of identical bids. are 
regarded as having special signifi- 
cance, indicating points in the eco 
nomic system deserving special iM 
quiry. The government has enough 
weight as a purchaser and consumer 
to justify the inclusion of this speci! 
interest and expertness in the oul 
cil of the committee. 


LEON C. HENDERSON 


Leon C. Henderson: Has ben " 
the thick of the business-govermme” 
relations problem since his appea™ 
ance in the NRA in 1934. He * 
one-time head of NRA’s division of 
research and planning, during which 
period he was also economic aiviser 
to National Industrial Recovery 
Board. In that dual capacity he Ww 


| personally responsible for dena‘u 
of the War Industries Board, he | 


many of the more sprightly price 
fixing arrangements set up ii 
early codes. 
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free Bluing & Radio Music Are Added 
Attractions at ‘Self-Service’ Laundry 


FORT WORTH, Tex. — Growing 
popularity of “serve self” laundries, 
where nousewives who lack washers 
of their own may go to do the 
family wash in up-to-date electric 
washers at so much an hour, indi- 
cates 2 new market for dealers of 
moder: home laundry equipment. 

Said to have originated in the 
Texas vil fields, where rapid growth 
of mushroom villages created laun- 
dry problems galore, the “serve self” 
idea has spread until it is reported 
that there are over 50 of these 
“serve-self”’ institutions in Fort 
Worth alone. 

Typical of this type of laundry is 
the N. Brannen Washateria, 
opened Sept. 20, 1937, which uses 
10 Westinghouse CB-83 washers. Mr. 
Brannen has consistently publicized 
his laundry by means of small news- 
paper advertisements, and business 
has been so satisfactory that he has 
decided to open a larger, but similar, 
institution in Dallas, Tex., where 
Westinghouse washers will again be 
used. 

“We have set up a five-year depre- 
ciation schedule on our washers in 


the expectancy that they will last 
at least that long,” Mr. Brannen 
says. “During that period each 
washer will be in service on an 
average of six hours each day, or 


36 hours a week. This totals up to | 


1,872 hours a year or 9,360 hours of 


' ern States Power Co. 


service during the anticipated five- | 


year life of the washer.” 


It is estimated that this service 
would be equivalent to 120 years of 
service in the average home of four 
people. 

Care must be taken, of course, to 
see that the washers operate satis- 
factorily under this heavy service 
load, so Mr. Brannen inspects each 
wringer daily and oils each motor 
at least every four or six months. 
Average rate of water consumption 
in the Brannen plant is 50,000 gallons 
per month. 

An average of 145 people patron- 
ize the laundry each week, and a 
week’s operation yields an average 
gross of $55. Added attractions for 
patrons includes radio music, free 
bluing, soap at 10 cents a box, and 
soft drinks dispensed at a nickel a 
bottle. 


Results of Current G-E 
In N.Y. Show Value of 


NEW YORK CITY—A_ million 
dollars worth of vacuum cleaners is 
the sales goal of a cooperative drive 
being carried out jointly in the 
metropolitan New York area by 
General Electric Co. and Consolidated 
Edison Co., according to E. F. Jeffe, 
vice president of the utility, who 
worked out details of the program 


with Earle Poorman, G-E_ district 
appliance sales manager in New 
York. 


The campaign, launched Sept. 1, is 
being backed by extensive news- 
paper advertising, billboards, spe- 
cially built floor and window displays, 
consumer broadsides, handbills, and 
the combined resources of the two 
sponsoring organizations, including 
the utility’s thousand-odd coopera- 
tive dealers and the three G-E 
cleaner distributors in the territory— 
E. B, Latham & Co., Royal Eastern 
Electrical Supply Co., and G-E 
Supply Corp. 

It is expected that sales by mid- 
November will have reached 25,000 
units—almost 18 carloads, a_ big 
order when considered in terms of a 
single metropolitan marketing area. 
There is a possibility that the cam- 
paign may be extended to the end 
of the year. 

The vacuum cleaner promotion 
overlaps in certain respects Con- 
Solidated Edison’s “bargain package” 
campaign, and makes it possible for 
the utility's cooperating dealers to 
divert the manpower and momentum 


of the latter drive to the new 
Campaign. 
To announce launching of the 


cleaner drive, a broadside was mailed 
along with the electric bill, to each 
of the utility’s two and a half million 
customers in the affected territory. 


_———— 


Vacuum Cleaner Drive 


Plan & Demonstrations 


Dealers received their preliminary 
announcements in the form of letters 
from Mr. Jeffe and Mr. Poorman, 
and these were followed by jumbo 
telegrams and window streamers 
delivered by Western Union messen- 
gers. The messengers were _in- 
structed by L. E. Pettit, G-E district 
sales promotion manager, to place 
the telegrams and blown-up news- 
paper advertisements on the dealer’s 
windows. 

Through its cleaner specialist, J. 
L. St. John, G-E placed 20 girls in 
the utility’s showrooms to demon- 
strate and to take orders. At one 
time, approximately 150 cleaners 
were being sold from the _ utility’s 
sales floor each day, with about an 
equal number of leads being sent to 
dealers. Experience with previous 
cooperative campaigns has indicated 
that dealers sell two units to every 
one sold by the utility. 

Focal point of the campaign is 
G-E’s AV-4 vacuum cleaner, with 
motor-driven brush, dustproof bag, 
and spotlight to facilitate cleaning 
in dark corners. Complete with 
attachments, it formerly sold for 
$48.55, but the price has been mate- 
rially reduced for the campaign. 

An intricate system of telephoned 
and written records, checked and 


exchanged daily between Consolidated | 
Edison offices, G-E’s appliance and | 
merchandising department, and prin- | 


cipal points of sales attack, keeps | 
the campaign moving at high speed, | 


its directors declare. 


“The campaign has had the effect | 
of energizing cleaner sales all along | 


the line,” Mr. Poorman _ stated. 
“Dealers who ordinarily did a $400 
business are now doing a $4,000 busi- 


ness as a result of the drive's | 


momentum.” 


Hornets Forsake Home In Chimney To Swarm Into 


Vacuum Cleaner, But Are All Cut Up About It 


GLEN RIDGE, N. J.—Advertising 


“opywriters Seldom overlook any 
Possible job a vacuum cleaner can 
— but they’ve just learned 
Ie ut one they never knew before. 
em m Hall, commercial engineer 
W ¢ Gloomfield Lamp Division of 
the nehouse Electric & Mfg. Co. is 
€ man with the bright idea—he 
— his vacuum cleaner to kill 
ornets 


For several months Mr. Hall had 
ri ne wesing a losing battle against 
na arm of hornets which built their 

*sts inside the wall of his home. 
wh they displaced plaster which he 

to stop holes beside the chimney 


of his hous . 
courage. e; and when he finally dis- 


them in this, they made 


_ guests, 


holes on the chimney’s other side. 

Use of paint, gases, and other 
chemicals proved unavailing, so Mr. 
Hall fitted a suction hose and tube 
to his vacuum cleaner, peered out 
his second-story window at the 
entrance made by his unwelcome 
and, when he saw them 
swarming .out, resolutely turned on 
the cleaner and applied the nozzle to 
the hole. 


The insects streamed into the bag 
until the entire swarm was gone. 
Applying an ammonia-soaked rag 
to the nozzle to kill the hornets 
proved an unnecessary precaution, 
for Mr. Hall found that the insects 
had been cut to pieces on their way 
to the bag. 


48 Minneapolis Dealers 
Hear Range Sales Talks 


MINNEAPOLIS—tTranscribed sales 
stories featured the recent meeting 
of 48 Minneapolis electrical appliance 
dealers held in the Northern States 
Power Co.’s auditorium here in con- 
nection with a “Discovery Month” 
drive on electric ranges. 


The Modern Kitchen Bureau’s 
“star salesman” gave his recipe for 
cooking up electric range sales, and 
“Charley Waterheater” talked about 
himself, both through the medium of 
recordings prepared by North Cen- 
tral Associated Electrical Industries. 
Slides illustrating the talks were 
prepared by C. P. Wagner of North- 


Script of both talks followed ver- 
batim the material in two pamphlets 
issued by the bureau for appliance 
salesmen during Discovery Month. 
A. H. Kessler of the North Central 
Associated Electrical Industries de- 
scribed the national campaign, stat- 
ing that the Minneapolis Electric 
Appliance Dealers Association had 
contracted to use 4,200 lines of ad- 
vertising prepared by the bureau. 

All dealers cooperating in Discov- 
ery Month will be supplied with 
campaign posters and copies of the 
salesman guides by Northern States 
Power Co. 

T. L. Losby of the power com- 
pany’s sales promotion department, 
reviewed the promotion activities of 
the past two years on electric ranges 
and water heaters, and urged dealers 
to gear their October sales activity 
with the Discovery Month program. 

Mr. Losby also discussed the quota 
established for the Minneapolis area. 


Low Cost of Ranges 


(Concluded from Page 1, Column 3) 
each of the drive’s four periods will 
be tabulated and published. 

Actual operating cost figures for 
individual communities will be used 
to break down the “costs too much” 
objection on the part of electric 
range prospects. Wide difference in 
the supposed and actual cost of 
electric cooking was shown in two 
recent manufacturer surveys. 

First survey covered 1,000 house- 
wives who owned electric refriger- 
ators but not ranges, and disclosed 
anticipated costs of from $5 to $35 
per month for electric cooking, with 
the average around $10. Second sur- 
vey, of 1,284 actual electric range 
users, showed an average operating 
cost of $2.30 a month, with 80% of 
the housewives placing the _ cost 
under $3. These figures were from 
actual “before and after’’ study of 
electricity bills. 


7-Point Program For 
Month Is Outlined 


NEW YORK CITY-—A_ complete 
seven-point program for local promo- 
tion is outlined in a folder sent to 
dealers throughout the country in 
connection with electric water heater 
“Discovery Month,” being sponsored 
in October by the National Electric 
Water Heating Council. 

Profit-tapping plans suggested to 
dealers for the month include: 

1. Start planning early for the 
campaign in local communities. 
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interviews with local water heater 
users to obtain testimonials, copies 
of paid electric bills to show economy, 
names of interested friends. 

3. Display your merchandise in 
your store windows, with all “use 
the user” material possible. 

4. Advertise in local newspapers. 

5. Promote salesman and consumer 
contests. Ideas may be had from the 
manufacturer. Encourage salesmen 
to enter the national monthly “How 
I Sell” letter contest. 

6. Train your salesmen, using the 
booklet, ‘“‘The Electric Water Heater 
Speaks for Itself.” 

7. Use the “discovery month” 
poster in your sales window. The 
poster calls attention to the fact that 
a million people now use electric hot 
water heaters, and urges prospects 
to find out for themselves what these 
users already know. 

The “speaks for itself’ booklet, 
just issued by the Water Heater 
Council, is a double-purpose publica- 
tion usable either for training sales- 
men or for mailing or hand-outs to 
prospects. Written in a light vein, 
the booklet has the water heater tell- 
ing its own story, emphasizing its 
safety, convenience, cleanliness, auto- 
matic operation, economy, and beauty. 

The booklet is expected to help 
salesmen close many sales during 
the ‘discovery month” promotion. 


Space-Heater Orders Gain 


DETROIT—Production of “Evan- 
oil” oil-burning space heaters has 
been increased to three shifts per 
day operating seven days a week, 
according to A. W. Shields, sales 
manager of the Evanoil division of 
Evans Products Co. here. 
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Manual A-1—Summer 
Air Conditioning 


MANUAL NO. A-1—Princi- 
ples of Summer Air Condi- 
tioning. Functions of Air 
Conditioning. An explanation 
of typical air-conditioning 
systems, refrigeration cycles, 
performance of heat transfer 
surfaces,. condensers, unit 
performance and summer 
air-conditioning systems. 112 
pages. Price $1.00. 


THE CEFRIGERATION LIBRARY 


A Course of Study Covering All 
Phases of Air Conditioning 


These manuals provide a course of study covering all phases of air 
conditioning for architects, contractors, engineers, service men, and 
students. Written by F. O. Jordan, B.S.M.E., graduate of Purdue 
University, registered consulting engineer (Michigan), chief of editorial 
staff and director of laboratory training of Refrigeration & Air 
Conditioning Institute of Chicago. 


Manual A-2—Winter 
Air Conditioning 


MANUAL NO. A-2—Princi- 
ples of Winter Air Condi- 
tioning. Chapters on typical 
heating systems, typical 
heating connections, steam 
and hot water heating sys- 
tems, hot air heating sys- 
tems, heat generators and 
controls, heating specialties, 
specifications, trouble shoot- 
ing. 104 pages. Price $1.00. 


THE REFRIGERATION LIBRARY 


Fer OF 


DESIGN ENGINEERING 


Manual A-3 
Design Engineering 


MANUAL NO. A-3—Princi- 
ples of Design Engineering. 
Chapters on conditions for 
human comfort, methods of 
comfort control, mechanics 
of comfort control, princi- 
ples of design, condensing 
unit design, and air-condi- 
tioning unit design. 112 
pages. Price $1.00. 
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Manual A-4—Equipment Development 


MANUAL NO. A-4—Principles of equipment 
development. Methods of developing air- 


formance charts. Description miscellaneous 
types of refrigeration machines. 
theory. 112 pages. Price $1.00. 


EQUIPMENT SELECTION 


DITONINS 


HADES vy 


AIR CONDITIONING 


numerous per- 


Electrical 
Price $1.00. 


Manual A-5—Equipment Selection 


MANUAL NO. A-5—Principles of air-condi- 
tioning equipment selection. 
tables and specifications, sample performance 
tables, auxiliary air-conditioning equipment. 
Noise in air-conditioning systems. 104 pages. 


Performance 
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} 

Answer: Address H. J. Hoffman, | 

manager of the Special Products | 

Department, Lamp division, Westing- 

house Electric & Mfg. Co., Bloomfield, 

N. J. for all information concerning 
the Sterilamp. . 


QUESTIONS 


a 


Makers of Beverage 
Cooler Cabinets 


No. 3305 (Display Firm, Illinois)— 
“Do you have available a list of 
manufacturers of commercial refrig- 
eration cabinets—of the type of the 
Coca Cola cabinet? We would ap- 
preciate such a list together with the 
name of the manufacturer of the 
Coca Cola cabinet. 

“We have a client who may be 
interested in the purchase of a quan- 


For Information on 
The ‘Sterilamp’ 


No. 3304 (Dealer, Maryland)—‘With 
reference to your article on Sterilamp 
will you advise me whom I may con- 
tact and where for additional infor- 
mation on this lamp, as well as sug- 
gestions, ect., on its adaptability to 
an air-conditioning system in a com- 
pletely summer and winter air-con- 
ditioned office building used primarily 
as a medical center. 


THE BUYER'S GUIDE 


UNITITED CASE 
“With Refrigerating Unit ¢ 


FACTORY INSTALLED ... FACTORY TESTED 
READY TO OPERATE ON ARRIVAL 


Note these superior features ... balanced refriger. 
ation .. . temperature control . .. controlled high 
humidity ... genuine porcelain finish ... corkboarc 
insulation ... abundant storage space ... magnetic 
display ... no-sweat front glass... three-way service 
cabinet with scale stand, wrapping counter and pape 
roller, and unit housing. 

The Percival Unitized Case is built to the hig 
standard of all Percival equipment. Due to its popu- 
larity and volume production, it is offered at an 
extremely attractive price. 


52 Years of Service 1886-1938 


DISTRIBUTORS WANTED 


Write for descriptive literature of 
entire Percival line. Meets every re- 
quirement of the modern food store. 
Ask for details of profit making fran- 
chise and new Percival finance plan. 


DES MOINES 
IOWA 


C. L. PERCIVAL COMPAN 


FAMOUS FOGEL LIFETIME VISION 


T Et Not merely a shallow “selling point’ 

ae but a legitimate exclusive feature— 
: backed by a real insurance policy 

issued by our Company to the pur- 

chaser of every Fogel case. 

A recognized asset to buyer and seller 

alike. 

Inquire today about our complete line 

of refrigerated food storage and dis- 

play equipment. 

Interesting distributor proposition to 

qualified firms. 


Equipped with 
Famous Fogel Lifetime Vision 


. Gere 


» REFRIGERATOR CO 


I6‘t’ & Vine Sts., Ph 


CUE 
Refrigeration Shafts 


For reliable, accurate, time-tested service, Shafts by 
“MODERN” are regarded as leaders in the refrigeration 
and air conditioning industry. Send us your blueprints and 
specifications for estimates on your Shaft requirements. 


MODERN MACHINE WORKS, INC. 2252.5: Kirkwood Ave. 


Cudahy, Wisconsin 


IMPERIAL 


ITH Imperial tube cutters 
you can make a quick, 
clean, right angle cut, leaving 
no burrs or chips to clog the 
— and without flattening the 
tube. 


The No. 174-F has a number of 
special features as shown in 
7 the adjoining illustration. It 
will handle tubing from %."" to 
- %" O.D. In addition Imperial 
has other types of cutters in- 


7 cluding the No. 204-F which 
bs handle tubing up to 2%" 


THE IMPERIAL BRASS MFG. CO. 
565 S. Racine Avenue, Chicago 
ORDER FROM YOUR JOBBER 
‘. COPPER 
TUBING 


ae 


' CUTTING @ FLARING @ SENDING @ COILING @ PINCH-OFF @ SWEDGING 


tity of such cabinets—hence_ the 
inquiry.” 

Answer: We would suggest that 
you contact the following manufac- 
turers, who may be able to supply 
you with beverage-cooling cabinets: 
Berger Mfg. Co. 

Div. of Republic Steel Co., Canton, Ohio 
Brunswick-Balke-Collender Co. 

621 S. Wabash Ave., Chicago, III. 

Ebco Mfg. Co. 

401 West Town St., Columbus, Ohio 
Koch Butchers Supply Co. 

14th & Gentry, N. Kansas City, Mo. 
Portable Elevator Mfg. Co. 

926 E. Grove St., Bloomington, III. 

S & S Products Co. 

Charles St. & Penn. Railway, Lima, Ohio 


Electric Igniter 
For Coal Stokers 


No. 3306 (Distributor, South Africa) 
—‘In your issue of July 27, on page 
16, it is stated that Allen J. Johnson, 
Director of the Anthracite Industries 
Laboratories in Philadelphia, claims 
that automatic coal stokers can be 
ignited by electricity. 

“Would you please be kind enough 
to put us in touch with the name 
of the manufacturer of this unit.” 

Answer: We are referring your 
inquiry to Allen Johnson, Anthracite 
Industries Laboratory, Primos, Pa. 

You might also write for this in- 
formation to Mr. Johnson or to A. 
F. H. Scott, Anthracite Industries, 
Chrysler building, New York, N. Y. 


‘Manufacturers’ of 
Locker Storages 


No. 3307 (Manufacturer, New York) 
—“During several of your latest issues 
of REFRIGERATION News there have been 
appearing articles on locker storage. 
These articles went into detail ex- 
plaining construction and method of 
operating these units. 

“Inasmuch as we believe we have 
something that has very good possi- 
bilities for application to these locker 
storages, we are quite desirous of 
receiving, if at all possible, a list of 
manufacturers of these locker stor- 
ages.” 

Answer: In reply to your letter 
about manufacturers of “refrigerated 
locker storages,” there are really no 
such firms in existence, for the locker 
plant is generally constructed locally, 
and the parts which go into it are 
made up of several very different 
things. 

Generally the firm which installs 
the refrigeration equipment for the 
lockers does the major part of 
supplying the equipment and appurte- 
nances which go into such a plant. 
Therefore what you have to offer 
would probably be most likely to 
interest those who manufacture re- 
frigeration equipment for locker stor- 
age plants. 


Those would include practically all 
the manufacturers of commercial 
refrigeration systems which you will 
find listed on pages 62 and 67 of the 
1938 Refrigeration & Air Conditioning 
Directory. 


— 


Sales Figures on 


Water Coolers 


No. 3308 (Water Company, New 
York)—“I remember reading many 
months ago in your newspaper a 
tabulation of the electric water coolers 
sold for some period, and _ should 
appreciate it if you could give us 
this information for last year.” 


Answer: The figures on water cooler 
sales which we publish are _ those 
which are included in the tabulation 
of sales given out by the Refrigera- 
tion Division of the National Electri- 
cal Manufacturers Association. (This 
includes leading firms such as Gen- 
eral Electric, Westinghouse, Frigid- 
aire, Kelvinator, etc.) 


These figures for 1937 were pub- 
lished in the Feb. 16, 1938 issue of 
AiR CONDITIONING & REFRIGERATION 
NEWS. 


Published Manuals 
On Air Conditioning 


No. 3309 (Trading Company, India) 
—‘T have been interested in the 
series of articles on air conditioning 
which you have been publishing, and 
should be glad to know if these are 
being compiled in book form. If you 
will let me know the cost, I will remit 
to you immediately.” 


Answer: We are not quite certain 
as to just what articles you mean, 
but we have collected some of the 
material published and incorporated 
it into a series of books. 

These books are known as the 
“Air Conditioning Made Easy” man- 
uals and offer a complete course of 
study and instruction on air-condi- 
tioning engineering and _ installation 
methods. 

We also publish a book, “How to 


Select and Install Air Conditioning 
Systems,” which gives information on 
problems of design and installation 
for specific air-conditioning jobs. 


Equipment To Make 
‘Oxygen’ Ice 


No. 3310 (Engineer, New York)— 
“I have had an inquiry from one of 
the largest manufacturers of nitrogen 
and saltpeter abroad, who informs 
me that they are going to manufac- 
ture ‘Kullsyre-Is,’ which is oxygen ice. 
As they get an enormous amount of 
oxygen as waste product in the pro- 
duction of nitrogen and saltpeter—in 
fact about 100,000 tons yearly of 
oxygen is wasted—they intend to use 
this oxygen ice for refrigeration dur- 
ing transportation of fish, vegetables, 
and fruit. — 

“Do you know of any manufacturer 
in this country making machinery, 
transportation accommodations, and 
equipment, etc., for the manufacture 
and handling of this oxygen ice? If 
you do, I shall appreciate it if you 
will inform me or otherwise put me 
in touch with them.” 

Answer: We-would suggest that 
you contact the following manufac- 
turers with respect to equipment for 
the manufacture of oxygen ice: 
Baker Ice Machine Co. 
16th & Evans St., Omaha, Neb. 

Frick Co. 

W. Main St., Waynesboro, Pa. 
Ingersoll-Rand 

11 Broadway, New York, N. Y. 
Vilter Mfg. Co. 

2217 S. First St., Milwaukee, Wis. 
Voss Ice Machine Works 

230 E. 122nd St., New York, N. Y. 
Worthington Pump & Mach. Corp. 
Carbondale Div., Harrison, N. J. 
York Ice Machinery Corp., York, Pa. 


Story on ‘Leased’ 
Appliance Franchise 


No. 3311 (Distributor, Connecticut) 
—‘Will you be good enough to send 
me a copy of the REFRIGERATION NEWS 
issue which contained the Judson C. 
Burns article on leased departments 
in department stores. I believe this 
appeared in the November, 1937 issue.” 


Answer: This article was published 
in the Nov. 17, 1937 issue of Air ConplI- 
TIONING & REFRIGERATION NEwS. 

This information was also included 
in one of the chapters of “Appliance 
Selling Today,” a book of merchan- 
dising and sales promotion ideas for 
the dealer which we brought out this 
year, and which sells for $1.00 per 
copy. 


Information Available 


On Cooling Towers 


No. 3312 (Engineering Company, 
Massachusetts)—“Attention has been 
brought to your article ‘Chimney and 
Natural Draft Towers’ in the News 
of June 24, 1936. 

“This article is under the Refrig- 
eration Engineer’s Manual by S. L. 
Potts. 

“We are interested in the complete 
series of articles on cooling towers 
and wish to inquire whether this 
information is available at the present 
time, and if so what the charge would 
be.” 


Answer: The Refrigeration Engi- 
neer’s Manual, written by S. L. Potts, 
is available in book form at a cost 
of $3.00. ae 

Additional information about cool- 
ing towers and other devices to cut 
down the cost of water used for con- 
densers in refrigeration equipment 
will be found in Manual No. A-5, “Air 
Conditioning Equipment Selection” of 
the series of manuals known as “Air 
Conditioning Made Easy.” 

In chapter 25, pages 492-506 of this 
manual, there is quite a comprehen- 
sive description of both cooling towers 
and evaporative condensers. This book 
sells for $1.00 per copy. 


The Answers Are 
In the Text 


No. 3313 (Student, New York)—“I 
have recently bought your book the 
‘Refrigeration Engineer’s Manual,’ 
written by S. L. Potts. 

“I would like to get the answers 
to the questions that are at the end 
of each chapter.” 


Answer: We have no set of answers 
to these questions, nor was it the 
author’s purpose to prepare a set of 
answers. 

These questions are merely designed 
to serve as a check-up as to what 
you have learned from each chapter 
as you read it. What the author had 
in mind was that the reader, after 
going through the chapter, would 
then turn to the questions and use 
them as a check-up to see how much 
he had actually learned from reading 
the text. It would also be a good idea 
to go back and answer all the ques- 
tions after you have finished the book, 
as a general review. 


CLASSIF 
ADVERTISIN 


eee. 

CLASSIFIED ADVERTISEM =:y7 
RESULTS—C. F. (Sandy) :..° iy 
dent, California Refrigerati Co. 
Francisco jobber, reports th:.: Jose h n 
Drolet of Johnstown, Pa. sailc:; Oct 7 G. 
the ocean liner ‘“Matsonia” ;,,.. Hones on 
to join one of the largest retrignmsuee 
concerns in Hawaii. 1on 
Last April Mr. Drolet inserteq the 


following advertisement in ( 
“A-1 Service Mechanic Peel Migs News: 


with independent service ¢,., pene a 
tributor, dealer. Seven years’ eXxperie - 
in field on commercial a): Suna, , 
Capable of handling ow; installati * 
wiring, motors, high and }.: sides ei 
expansion. Experience wit! ,)| pi 
gases. Fully equipped with ©... Looking 
for a congenial connection. (;,, anywhere 
Box 1034, Air Conditioning & Refrigera. 


tion News.” 


He received offers from Schenect 
: , a 
N. Y.; Bridgeport, Conn.: ritoamat 
Iowa; Beachaven, Conn.; Miss:la, Mont.: 


and Honolulu, T. H. After such corres- 
pondence, Mr. Drolet decided to £0 into 
business in Honolulu. He is a brother 
of Charles H. Drolet, genera} refrigera- 
tion service man of Atlantic City, N. J 


CLASSIFIED ADVERTISEMENTS 
GET RESULTS 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.99 
additional words four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 


PAYMENT in advance is required for 
advertising in this column. 


REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


TWO MANUFACTURERS Representatives 
wanted for the New England and South 
Atlantic territories by manufacturer of 
most complete line of refrigeration, air 
conditioning, and heating surface. Liberal 
commission basis. Applicants may have 
a companion line. Box 1080, Air Condi- 
tioning & Refrigeration News. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CO., 
INC., 486 West 57th Street, New York City. 


ATTENTION — GRUNOW Compressors 
completely rebuilt! Former Grunow fac- 
tory field engineer—Jack H. Shinberg—in 
charge of complete rebuilding and service 
shop under factory authorized supervision. 
All compressors rebuilt with latest design 
vanes—vane_ springs—oiling device and 
unloaders. Only $15.00—nothing additional 
for burnt stators. GRUNOW FACTORY 
AUTHORIZED SERVICE, 1915 Shattuck 
Avenue, Berkeley, California. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


GENERAL ELECTRIC and Westinghouse 
hermetic units rebuilt. Guaranteed un- 
conditionally for one year and returned 
to you refinished like new. Units are 
entirely disassembled in our large modern 
shop, tested through every step of pro- 
duction during rebuilding with the most 
complete test equipment for accurate 
work, then subjected to exhaustive run- 
ning tests under actual operating condi- 
tions. Each unit measures to exacting 
standards after rebuilding. Prices $30.00 on 
General Electric DR-1, DR-2, and West- 
inghouse; $35.00 on General Electric DR-3. 
Quotations furnished on other models. 
Quick service—guaranteed work. RE- 
FRIGERATION MAINTENANCE CORP., 
321-27 East Grand Avenue, Chicago, Ill. 


LARGEST 


WORLD'S al 
Specializing in Majestic, 


hermetic units. 


G. E., Westinghouse, Grunow Frigidaire, 
Kelvinator, Gibson, Crosley, Norse, a 
ton, Leonard, Coldspot, St wart- Warne 
etc. Dealers exchange pric: $30.00 ” 
18 months’ written guarante>. eee ae 
Grunows and Majestics. G & u rent 
MAJESTIC REFRIGERATO!’ AND ~ 
DIO PARTS SERVICE, 5801 Dickens, 
Chicago. stiles 
ELECTRIC MOTOR repairing, — 
and stator rewinding on al! refrigerar 

and air conditioning motors, ae woth 
Pick-up and delivery servic® — 5 oe 
guaranteed. Motors bough! alle 
Burnt out motors bought. ‘ht. SERVICE 


quest. COMMERCIAL MOTO 


‘ew York, N. Y- 
CO., 601 West 26th St., Ne’ asap id 


PATENTS 


— - 
HAVE YOUR patent ve yutd 
specialist. I have had more "00 oy ving. 
experience in refrigeration “Reasonable 
Prompt searches and repor'’: °°, SRE), 
fees. H. R. VAN DEVEN | ©” ', venue 
Patent Attorney, 342 Maso! 
New York City. eae 
Emmet Smith Adds G-E 
_ __Emmet 
ROCKINGHAM, N.C the 
Smith recently has ‘ in this 


General Electric franchise 
territory. 


Rebuilders of - § 
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Distributor - Dealer Deings 


£ 


Niagra League Secretary Says Appliance 


Seling Evils Are National, Not Local 


pUFF.LO—Faced with a lack of 
junds with which to carry on its 
roposed program, the Retail Appli- 
ze Dealers’ Association here has 
qvited distributors to lend financial 
apport. Distributors have countered 
yith an invitation to retailers to join 
the Blectrical League of the Niagara 
frontier. 

The league is the official organiza- 
jon of jobbers and wholesale dis- 
tributors, and members of the group 
nave rejected the proposal of the 
retail association on the ground that 
they see no reason for another and 
separate organization. 

About 26 retailers already have 
joined the league, which at present 
is outlining a fall and winter promo- 
tion program to stimulate appliance 

es. 
ae retailers’ association attempted 
to achieve the impossible -by intro- 
ducing a “code of ethics” in the local 
territory which would have made a 
“ytopia” of the appliance retailing 
business, believes Samuel S. Vine- 
berg, executive secretary of the 
Nagara League. 

When the dealer association was 
organized, spokesmen were reported 
as saying that retailers were losing 
10 million dollars’ worth of business 
annually through unfair trade prac- 
tices and ruinous competition, but a 
league survey disclosed that all of 
the city’s appliance business, with 
lamp and bulb sales included, did not 
approach this figure. 

As a result of its survey, the 
league prepared a report covering 
all phases of selling, competition, and 
questionable trade practices, in an 
effort to determine what could be 
done to help retailers, Mr. Vineberg 
sid. A similar report, made in an- 


other city, coincided almost word for 
word with the Buffalo findings, he 
said. 

“This led us to believe that the 
conditions complained of were not 
peculiar to Buffalo, but were general 
throughout the country, and that an 
organization in any one city could 
not combat these influences. 

“We feel that distributors them- 
selves must iron out these problems, 
and that no one group in any one 
city can solve them. If a manufac- 
turer wants his line of electric refrig- 
erators in garages, gas stations, or 
even grocery stores, no local group 
can stop him. The problem is na- 
tional, not local.” 

To encourage greater retail co- 
operation with league activities, the 
organization has outlined the follow- 
ing promotional programs for fall 
and winter: 

1. A washer and ironer program, 
Oct. 23-29, with cooperative advertis- 
ing, demonstrations in cooperating 
stores, and distribution of premiums 
costing from $2 to $3 with each sale. 
Regular prices would be maintained 
during the drive, and premiums 
would be purchased in a group and 
distributed at cost. 

2. An electric roaster promotion 
around Thanksgiving time. 

38. An electrical gift campaign dur- 
ing the Christmas buying season, 
without special prices, to encourage 
purchases of electrical appliances as 
holiday presents. 

The league will not try to be a 
policing organization, Mr. Vineberg 
says, but will work toward making 
the public realize the need for more 
appliances in the home, and helping 
dealers sell more merchandise on a 
sound, profitable basis. 


Advertising of a Stipulated Trade-In Allowance 
Brings Protest From N. Y. Dealers 


(Concluded from Page 1, Column 3) 
Feld-Crawford contract entered into 
between Bruno-New York and over 
six hundred radio retailers who com- 
prise membership of league of 
metropolitan appliance dealers as- 
soiations. Advertising and sale of 
this model as your advertising copy 
wil read is direct violation clause 
lumber one our contract and we 
emand immediate withdrawal this 
ype advertising from metropolitan 
area,” 

The radio model in question is a 
‘onsole radio-phonograph combina- 
lion, called the “Fortieth Anniver- 
‘ry Model” and having a list price 
of $175. It is said that the manu- 
facturer intends to advertise this 
tadio-phonograph in the New York 


tea as having a trade-in allowance 
of $40, 


CLAUSE VIOLATED 


The particular clause in the con- 
tract, Which the League claims would 
a Violated by the proposed adver- 
; ing, states that the “retailer 
i that it will not advertise any 
* € merchandise which it has pur- 
pe at any price other than the 

Price specified in the price sched- 

*S annexed hereto, and made a 
part hereos,” 

Bog of the telegram also were 
r © Bruno-New York and to the 

tn Mfg. Co., Camden, N. J. 
ie Comienting on the telegram, 
mg Sarioff, executive of Bruno- 
: — Inc., declared, “Plans for 

. ‘0rthcoming advertising cam- 
bie on the new model U-125 are 

Carried out in the same detail 
mene’ early this week. 
al on adv -rtising allowance will by 
nin the »e mentioned in the copy 
that © metropolitan area. I feel 
the . dealers’ group is unjustified 
The pod Protest over this campaign. 
tne Felg = be merchandised under 
sold “Crawford law, and will not 

u,,- beneath the advertised price. 
the al the offering of values to 
With mer should not be confused 

Y price contract.” 
at the eon luncheon party held 
Tonsored ark Central hotel and 
by Bruno-New York and 


Krich-Radisco, Inc., RCA distributor 
in New Jersey, Mr. Sarnoff said that 
there are only 200 dealers in the 
metropolitan area handling the radio- 
phonograph combination models. 


During the luncheon meeting, which 
was attended by more than 300 
dealers, RCA-Victor’s fortieth anni- 
versary sales plans were revealed by 
Thomas Joyce, RCA advertising and 
sales promotion manager. 


JOYCE EXPLAINS PLAN 


The entire drive, Mr. Joyce said, is 
centered around the radio-phonograph 
model U-125, and is the “biggest 
advertising campaign ever under- 
taken by the company on a single 
piece of merchandise.” 


The campaign is being launched 
in the New York area this week, Mr. 
Joyce said, and before Christmas 
more than 200,000,000 messages will 
be sent out to the buying public 
throughout the country. 


Referring to the trade-in allow- 
ance, which is causing the dispute 
between RCA and the League, Mr. 
Joyce informed the dealers at the 
luncheon that this allowance will not 
be noted in national advertising be- 
cause the copy was in the hands of 
the publishers before the trade-in 
allowance was agreed upon. 


Cooper To Consolidate 
At Quarters on Drive 


CHICAGO-—Sales and_ executive 
offices of R. Cooper Jr., Inc., Chicago 
General Electric distributor, have 
been moved from 221 N. La Salle 
St. to 444 Lake Shore Drive, where 
general offices and showrooms have 
been maintained for several years. 
Grand opening of the combined quar- 
ters will be held Oct. 21. 


Opens New Store 


DUNN, N. C.—R. E. McArthur 
Bros., Hotpoint and RCA dealer in 


Clinton, N. C., has opened a store | 
| 


here. 


New York Refrigerator Drive Abandoned Temporarily; 


Dealers Await Upswing To Resume Campaign 


(Concluded from Page 1, Column 4) 
consumer psychology were too ad- 
verse to make the drive profitable. 

Participated in by 11 members of 
the distributor association, the cam- 
paign used the “so safe ... so swift 
& 4 so simple’ theme originally 
employed by Nema in its two “test” 
drives in the fall of 19387, and 
claimed that an electric refrigerator 
cost 30% less to operate than any 
other kind, as shown by tests made 
by an independent laboratory. 

Complete outline of the campaign 


was reported in the April 6 issue of 
the NEWS. 

When they decided to abandon the 
drive, distributors had thought to 
resume it in the fall, but the appar- 
ent feeling now is to allow business 
to get into a stronger upswing before 
additional sales pressure is put on. 

Success of the recent 12-weeks’ 
drive in Washington, D. C. by refrig- 
erator manufacturers, distributors, 
and dealers is explained by local dis- 
tributors on the grounds that there 
has been no slump in that city. 


4 Krich-Radisco Salesmen 
Win Prizes In Kelvinator 
Contest For Wholesalers 


NEWARK, N. J.—Paced by Fred 
Mekeel, four wholesale salesmen of 
Krich-Radisco, Inc., Kelvinator and 
RCA distributor in this territory, 
placed “in the money” in a recent 
contest sponsored for wholesale men 
throughout the country by Nash- 
Kelvinator Corp. 

Mr. Mekeel walked off with the 
$250 first prize in the eastern divi- 
sion, while Morton Goode, Andrew 
Leach, and Loyd Dopkins also shared 
in awards ranging in value up to 
$100 each. 


THE BUYER'S GUIDE 


lbs. of ice—486 
Aside from 


appeal’. 


New York Factory 
43-20 34th Street 
Long Island City 


47 Ibs. Ice Per Freezing! 


Every Restaurant, Bar. Hotel, Hospital and 
Like Institution Needs This lee Cube Maker 


The Peerless Flash Freezer manufactures 4714 
ice cubes—-per freezing and is 
capable of several freezings per day. Where large 
quantities of ice cubes are needed the Flash Freezer 
is THE UNIT to install. 
its high productive efficiency the 
Peerless Flash Freezer has sales clinching 
It may be installed in full public view to 
facilitate service and accessibility. 

Full catalog information is available on request 
from any Peerless factory or Jobber. 


PEERLESS of AMERICA, Inc. 


Main Factory—General Offices 
515 West 35th Street 


EXPORT DIVISION: P. O. Box 636, Detroit, Mich., U. S. A. 
BUY PEERLESS FOR PERFORMANCE 


“eye 


Pacific Coast Factory 
3000 S. Main Street 


Chicago 
Los Angeles 


WRITE » 


Koe 


BOTTLE BEVERAGE COOLER 


An exclusive Koch development offering 
unusual sales opportunity to live dealers 


REFRIGERATORS | 
‘NORTH KANSAS CITY, MO. _ 


WIRE ° PHONE 


TYPICAL JOBS EXPLAINED 
By T. H. MABLEY, Chief Engineer 
Mechanical Heat & Cold, Inc., Detroit 


23. Combination Water & 
Direct Expansion J0d 
24. Evaporative Condenser 

12, Men's Apparel Store im System 

13. Women's Dress Shop 25. Dehumidifier System 


BUSINESS NEWS PUBLISHING CO. 
Publishers of AIR CONDITIONING 
and REFRIGERATION NEWS 


THE REFRIGERATION LIBRARY Mi 
4s , 


Cold, Inc., Detroit, Mich. 


Price $1.00. 


5229 CASS AVE. 


Learn How To Select and Install 
Air Conditioning Systems 


This book (Manual B-1) contains a series of 25 case histories 
written by T. H. Mabley, chief engineer, Mechanical Heat & 


The “cases” start with the simpler installations such as a 
single office and continue on through to more complicated 
installations, such as process jobs and the air conditioning of 
auditoriums and department stores. 


Simple methods are given for calculating heat gain and loss 
for each job, determining design conditions, selecting equip- 
ment, and locating and installing equipment. Direct and indirect 
systems are used in these typical installations and the advan- 
tages and disadvantages of each method are given. 136 pages. 


BUSINESS NEWS PUBLISHING CO. 


DETROIT, MICH. 


Camas < 


AN 


anco?YES SIR!” 


RANCO heavy-duty Commercial Controls are recognized 
as leaders in the field, because they are simple, accu- 
rate. and completely dependable. 


See your Ranco Jobber— when you need controls for 
Beverage Coolers, Water Coolers, Ice Cream Cabinets, 


~ 


a 


avr. 


CONTROLS. 


Display Cases and similar applications. 


Ranco Inc., Columbus, Ohio, U.S.A. 
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‘Labor,’ ‘Prices,’ and ‘Profits’ Are Called 
Yardstick For Independent Stores 


BOSTON — Independent business 
will either rise or fall in the future 
upon a yardstick formed of three 


new standards of measurement, 
namely “Labor,” “Profits,” and 
“Prices,” predicted Hector Lazo, 


executive vice president of Coopera- 
tive Food Distributors of America, 
in an address presented before the 
Boston Conference on Distribution 
held here recently. 

In the past, Mr. Lazo said, the 
yardstick of efficiency has been the 
profit and loss statement. Since 
1930, however, there has been a 
change, and the new yardstick has 
evolved. 

Until recently, labor had not been 
getting a square deal, Mr. Lazo 
asserted, being considered a mere 
“commodity” to be bought and sold 
on the open market. 

Labor is now recognized as a 
partner of capital in business, and 
it is realized that successful business 
must fully appreciate the value of, 
and properly pay, labor. 

The profit and loss statement, Mr. 
Lazo said, still figures in the yard- 
stick, but only as one of three equally 
important and necessary measures. 

Prices, Mr. Lazo’s third measure, 
are involved in that in any economic 
society based on exchange of goods 
and services, the level, or price, at 
which the exchange is made is most 
important. 

Mr. Lazo said that there is not, 
and has not been for some time, such 
a thing as an “independent” retail 
store. Individually owned and oper- 
ated, yes, but certainly not inde- 
pendent. 

“As long as the consumer remains 


the boss of the retail store,” declared 
Mr. Lazo, “there can be no such 
thing as an ‘independent’ store.” 

In a retail store, said Mr. Lazo, 
labor represents more than 50% of 
all overhead costs; it is the biggest 
item, and, in many respects, the most 
flexible. Efforts to reduce its cost 
are continually being made, he said, 
and when business drops it is always 
the first to get the axe. 

Present-day financial records of 
privately owned stores are so foggy 
and unreliable, said Mr. Lazo, that 
no accurate measure can be made of 
the costs of wages. 

“The independent store of the 
future,” Mr. Lazo said, “will have 
to have facts and records in order 
to attract capital.” 

Compared with chain stores, pri- 
vate stores have fewer employes per 
store, he pointed out, but they enjoy 
greater human relationship between 
employer and employe and have 
greater volume of business per em- 


ploye. 
The independent store, buying 
alone, cannot match the buying 


power of the chain group, said Mr. 
Lazo, and therefore cannot sell to 
the consumer at prices on a level 
with those of the chain. This calls 
for concerted, cooperative action by 
the individual stores to match the 
chain’s buying power. 

Mr. Lazo concluded that there is 
nothing mass distribution can do 
that individual business cannot do as 
well or better in the way of guar- 
antee to labor, capital, or consumer, 
but that to make this possible, in- 
dividual retailers must unite their 
efforts. 


MILLS 


COMPRESSORS 


Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 
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Most efficient because of the exclusive 
Henry vacuum drying and pressure seal- 
ing process. 
when seal cap is removed proves unit is 
absolutely dry! Soldered brass shell with 
dispersion tube and dehydrant compres- 
sion spring. Choice of 5 dehydrants. 
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Escape of dehydrated air 
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MANUFACTURERS! 


A TECUMSEH HERMETIC 
WILL MAKE YOUR PRODUCT BETTER 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 
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a CLEANING-DEHYDRATING -EVACUATING 
: Quickly- Efficiently - Cheaply 


ACUUMATOR 


Evaporators, Condensers, and entire ems 
aomned, dehydrated, and evacuated, In THE 
with Vacuumator. 


Expansion Valves, either thermostatic or automatic, 
can be tested on 


Only $10.00 com 
for descriptive 


AMERICAN INJECTOR COMPANY 
1481 FPOURTEENTH A 


VENUE, 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles, Calif. 


with the AMINCO 


THE JOB with Vacuumator. 


ete. Ask your jobber or write us 
terature. 


DETROIT, MICH. 


Cooperation of Men Working For Him 
Termed Foreman’s Most Important Job 


NEW YORK CITY-—“The progress 
of civilization has been carried for- 
ward through leadership,” declared 
B. D. Kunkle of Detroit, director, 
manufacturing staff, General Motors 
Corp., in an address before the New 
York Association of Foremen’s Clubs, 
Oct. 1 at the Hotel Astor. “Every 
period of history has been stamped 
by the mark of the leadership of its 
time. 

“Regardless of whether such pe- 
riods have been marked by war, or 
conquest, or exploration, or national- 
ization, or industrial or commercial 
expansion,” he continued, “the type 
and the policy of leadership has 
determined the nature and the ac- 
complishment of the result. 

“The basic requirements of fore- 
manship are not new, but are as old 
as organized society. While the many 
stages through which civilization has 
passed have changed, the nature and 
scope of these principles—the funda- 
mentals are as old as the records 
of history. 

“We are here today as part of a 
great nation—and the accomplish- 
ments of this nation of which we 
are all proud—have been due to the 
ideals of industry and its leadership. 
Today we are recognized as an indus- 
trial nation and the place which we 
hold among the nations of the world, 
and the progress and welfare of our 
citizens, depends largely upon how 
well we do our job in industrial 
management. 

“In an address delivered by Alfred 
P. Sloan, Jr., chairman of General 
Motors, several years ago, he enum- 
erated five cardinal points which 
are, to my mind, the key points to 
satisfactory industrial operation. 
While they may be applied to many 
phases of our operation, they can be 
especially helpful if we apply them 
to our industrial relations. 


“The first of these is to get the 
facts; the second to recognize the 
equities of all concerned; the third, 
to realize the necessity of doing a 
better job every day; the fourth, to 
approach our tasks with an open 
mind; and fifth, to realize that hard 
work, after all, is most essential to 
achieving success. 


“It is important that we recognize 
that every individual in an industrial 
enterprise is necessary to the per- 
forming of some important service, 
and therefore entitled to equal con- 
sideration. Even though the part 
performed may be of lesser respon- 
sibility, the rights of the individual, 
so far as he and his relations to his 
work are concerned, are equally 
important. 


Sundberg Adopts Employe 
Group Insurance Plan 


CHICAGO—C. E. Sundberg Co., 
refrigerator and washing machine 
distributor here, has adopted a 
double coverage group insurance pro- 
gram providing employes with more 
than $63,000 life insurance supple- 
mented by sickness and accident 
benefits, according to C. E. Sundberg, 
president. 


Individual amounts of life insur- 
ance range from $1,000 to $2,500, 
while in case of sickness or non- 
occupational injury, employes will 
receive either $10 or $20 a week, 
according to occupational classifica- 
tion. In addition to insurance bene- 
fits, the plan includes visiting nurse 
care and periodical distribution of 
pamphlets on health conservation and 
disease prevention. 


The group plan is being under- 
written by Metropolitan Life Insur- 
ance Co. on a cooperative basis 
whereby the employer and employes 
share the cost. 


Chicago Utility Sponsors 
Employes’ Hobby Show 


CHICAGO—A hobby show for 
employes and members of their 
families will be held by Common- 
wealth Edison Co. in its downtown 
electric shops from Oct. 31 to Nov. 5. 
Closing date for entries in the ex- 
hibition was Oct. 10. 


One of the interesting avocations 
to be displayed at the show is the 
glass bee-hive constructed by K. L. 
Hartshorn, substation worker. The 


' hive contains about 10,000 bees. 


“Those of us accepting places of 
managerial authority must recognize 
that such acceptance carries with it 
not only authority but responsibility. 
And it is in this field that we meet 
the test of true leadership. Men per- 
form their work for two reasons, 
either because of a necessity to do, 
or because of a desire to do. Few, 
if any, of us are free from the 
former. Most of us like to perform 
our tasks under the influence of the 
latter. 

“No true industrial executive can 
find any great satisfaction in his 
work unless his first objective is—to 
have the men under his supervision 
a truly cooperative and satisfied 
working group. In our manufac- 
turing operations there can be no 
question but that the foreman is a 
distinct and important part of man- 
agement. is 

“The responsibility of putting out 
a good product has not diminished 
as part of the foreman’s duties, but 
rather increased. His management 
of equipment and materials perhaps 
receives greater scrutiny today than 
at any time in the history of indus- 
trial operation. 

“But the most important thing of 
all is the maintenance of the respect 
and cooperation of the men he has 
been assigned to supervise.” 


Conditioned Sian 
Opened to Employes 
By Westinghouse 


EAST PITTSBURGH, 
conditioned, indirectly lie)tegq and 
sound-proof is the ne emplo 
cafeteria recently opened i+ the “a 
Pittsburgh Works of Westinghouse 
Electric & Mfg. Co. Tix. cafeteria 
has accommodations for ¢::) Persons 
with 100 tables, each Seating six. | 

The cafeteria is window jess, but a 
two-story air-conditionins plant and 
precipitron system sends more than 
17,000 c.f.m. of air into th: room, To 
avoid sudden temperatu:« changes 
a thermostatic control a: justg room 
temperature in ratio to outside tem- 
perature. If the outdoor ‘«mperature 
changes 27°, the cont:ol pointer 
moves over 12°. No-dr«:t distribu. 
tion outlets are located in the light- 
ing units. 


Cafeteria kitchen is equipped with 
bake shop, vegetable cooking room 
electric refrigerators, eicctric dish. 
washer, and an electric potato peeler 
which grinds the skins from the 
cafeteria’s daily quota of two and a 
half bushels in less time than a 
dozen potatoes could be peeled by 
hand. 


Finishing touch is provided by a 
scale near the exit doors, where girl 
employes can give themselves a 
weigh before deciding to go back to 
the counter for a dessert. 
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with his business. 


who fail to do their jobs. 


his business. 


business gets fired. 


and fire the head of it. 


The Boss Can Be Fired 


Reprinted from a bulletin issued to employes by S. D. 
Warren Co., manufacturer of printing papers, Boston, Mass. 


ANY people assume, incorrectly, that a business 
man can run his business as he pleases. He can’t. 


Of course, any man can do as he pleases if he doesn’t 
care about the consequences, and so a business man can 
do what he likes with a business if he is willing to ruin 
himself. But the head of a business, who wants to keep 
his job, and stay on the payroll, cannot do as he pleases 


The president or the manager of a business is merely 
an employe like everybody else who works in the business, 
and he can be fired just as other employes can be fired. 
Even though the president of a business owns every share 
of stock in that business, he can be fired. There have 
been a lot of presidents fired. 


A complete business organization is made up of three 
different groups of people: (1) customers, (2) employes, 
(3) investors. A business has a responsibility to each of 
these groups, and the head of a business must fulfill that 
responsibility in order to hold his job. 


If the head of a business applies policies which are 
unfair to customers, the customers will leave him. When 
the customers desert a business, it fails, and the head of 
the business loses his job along with the other employes. 
Thus customers can, and do, fire the heads of business 


If the head of a business is unfair to other employes, 
he builds distrust, breaks down the enthusiasm and the 
loyalty of his people, and thus destroys the efficiency of 
Eventually the inefficiencies make the 
operations of the business so costly that the company 
loses money, and may go broke, or be taken over by 2 
bank or by creditors. In either case, the head of the 


If the head of a business cannot make the business 
earn enough profit to permit the payment of dividends 
or interest to his investors, the investors will eventually 
fire him. The stockholders may elect a new board of 
directors that will elect a new president and ‘re the 
old one; or the bondholders may take over the business 


The head of a business has to make good, /ust 4 
any other employe must make good. 


The principal job of the head of a business is t0 
divide his company’s income fairly and intelligent!y. + 
income is the money that must pay all costs of operation. 
Some part of it must be used to pay for materials, freight, 
coal, shipping cases, taxes, and various other impersonal 
expenses; and the balance must be divided up equitably 
among employes, customers, and investors. 
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Gives ‘Preview’ of Personnel Setup Government's ‘Failure’ In Fixing Prices 


For the ‘Retail Store of Tomorrow’ § Means Democracy Survival—Copeland 


posTON--A “preview” of the 
robable personnel set-up of the retail 
P of tomorrow was_ presented 
ore thie recent Boston Conference 
on pistrioution by Fred Lazarus, Jr., 
vice pre -ident and treasurer of the 
p & R. Lazarus & Co., Columbus, 
ohio department store, in an address 
entitled The Development of Execu- 
tive Leavership to Meet Distribution 
problems of the Future.” 

Using 4 department store as an 
example because of his knowledge 
of this form of retail organization, 
Mr. Lazerus explained how a buyer 
in @ present-day department store, 
when he finds a possible purchase of 
merchandise, first consults his divi- 
sional merchandise manager, then 
the controller, then the advertising 
manager, then the display division 
manager. then the service superin- 
tendent, and finally the floor man- 
ager, before he can get the merchan- 
dise onto the store counters. 


SEES BUYER AS MANAGER 


Under the probable store organiza- 
tion of tomorrow, Mr. Lazarus point- 
ed out, the buyer no longer will be 
merely a buyer, but he will be the 
department manager, responsible for 
all phases of customer service. 

Thus the current in-between steps 
from one department head to another 
will be eliminated. 

This department manager of to- 
morrow will buy the merchandise, 
plan its sales promotion, and execute 
its selling. He will be responsible to 
a divisional sales manager, who in 
turn will be in charge of a group of 
departments. 

The divisional managers will be 
responsible to a general sales man- 


ager. 

All discussion with regard to pur- 
chases and sales will be between the 
department manager and the divi- 
sional sales manager, Mr. Lazarus 
predicted. 


SERVICE MANAGER’S PART 


Under the suggested new set-up, 
the service manager, publicity man- 
ager, and controller would occupy 
positions much more advisory and 
staff-like in character than they now 
are, even though they continued to 
carry some functional responsibilities, 
said Mr, Lazarus. 


‘Service managers might have full 
responsibility for handling those as- 
sembled functions which could be 
more economically treated for the 
store as a whole than for individual 
departments,” Mr. Lazarus added, 
“but the extent and kind of services 
rendered would rest on the sales 
managers’ decisions. 


“Some functions would be entirely 
under the direction of the department 
managers, with the service manager 
advising on technical matters. The 
publicity manager would write the 
advertising on the basis of the facts 
submitted by the department man- 
ger and be responsible for institu- 
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tional promotion and the carrying 
out of the broad publicity policies of 
the concern, but the allocation of 
newspaper space, the selection of 
items to be advertised would come 
under the authority of the sales 
division. 

“The controller would keep the 
type of records that would be valu- 
able to management and assist the 
sales division in procuring a better 
net profit, but he would still retain 
the responsibility for administering 
a credit and collection department, 
trained in sales promotion as well 
as in proper credit administration. 


MUST DO SELLING 


“Equal authority between the 
heads of four pyramids would dis- 
appear. The operations would be 
more direct. The entire organization 
would devote itself, in some form, to 
more effective selling. More mistakes 
might be made, as there would be 
fewer checks and less balance, but 
they would be mistakes of commis- 


sion instead of the errors of omis- 


sion of the present plan. It probably 
would-be much less costly.” 

Through its flexibility, Mr. Lazarus 
emphasized, the proposed future or- 
ganization would be able to stimulate 
sales during the dull months of July, 
August, January, and February. 

Of course, Mr. Lazarus said, the 
department manager of tomorrow’s 
department store would have _ to 
adapt himself to changed conditions. 
He would have to understand the 
niceties of customer demands, he 
would have to assume his new duties 
with zest and eagerness, he would 
have to be taught the essence of his 
job, and, of most importance, he 
should be given an objective dollar 
net profit. 

As pay for the department man- 
ager, bonuses alone will not be suffi- 
cient, said Mr. Lazarus. Management 
still needs to recognize that depart- 
ment managers must not be the 
buyers of the old school. 


A FUTURE IN SELLING 


“They must have a full realization 
that selling is their job,” Mr. Lazarus 
declared, “that buying and sales 
promotion may be important in them- 
selves, but that they are but links 
in the chain. The new buyer would 
make his reputation in the store as 
a seller, not look to his resources for 
so-called market standing. 

“This change of emphasis would 
mean that a sales person’s position 
will become the most desirable open- 
ing for any young future executive, 
as he would know that sales experi- 
ence with customer contact was the 
most important part of his training.” 

Mr. Lazarus said that a similar 
personnel organization could apply 
to the chain stores and large retail 
stores of tomorrow with equal effi- 
ciency and all-around advantage. 


STAFF CHARACTER CHANGED 
The proposed personnel rearrange- 


' ment would, Mr. Lazarus believes, 


modify the present ratio of three to 


BOSTON —In a changing world, 
price cannot long serve satisfactorily 
as a standard of quality, Melvin T. 
Copeland, professor of marketing in 
the Harvard School of Business 
Administration, told one of the ses- 
sions of the recent Boston Conference 
of Distribution. 

“Persistent adherence to custom- 
ary prices makes it necessary for a 
manufacturer to vary the quality of 
his merchandise as material costs, 
wages, and other expenses vary, so 
that he can hit the rigid retail price 
structures of the retail stores. 
Thereby the door is opened to a 
particularly vicious type of ‘chisel- 
ing,’” Mr. Copeland said. 


“In some instances, manufacturers 
of nationally advertised brands of 
merchandise have sold private brand 
goods to large distributors with price 
concessions, in an effort to dodge the 
impact of changing price levels of 
changing conditions in the field of 
distribution. That procedure, like 
other attempts at evasion, has not 
achieved its purpose. 


WE DODGE CHANGE 


“A manufacturer cannot long pro- 
tect the price on his advertised brand 
by making private brand goods to 
be sold at lower prices. If condi- 
tions demand lower prices, then he 
gains more by reducing the price on 
his established brand than by under- 
mining that brand.” 


While none of us will dispute the 
fact that we live in a world of 
change, most of us_ nevertheless 
constantly are seeking to dodge the 
effects of new conditions for which 
we are, in part, responsible, Mr. 
Copeland said. 

“The strange fact is that, while we 
are not unaware of change, we are 
proceeding in many of our affairs 
just as though we were unaware of 
it,” he declared. “We foster and 
accelerate change, by innovations, 
‘improvements,’ and so on, and yet 
are constantly fighting against mak- 
ing the readjustments which those 
changes necessitate. We are always 
trying to find security in the in- 
security we helped to create.” 

Efforts to dodge the facts of a 
changing world by restrictive agree- 
ments or by governmental action 
have been of small avail, the speaker 
concluded, after reviewing the revo- 
lution in the raw commodity indus- 
tries during the past 20 years. 


PRESSURE ON PRICES 


As a result of these revolutionary 
developments, he said, prices of most 
raw commodities began-to weaken 
about 1925, collapsed in 1929, and 
are still under heavy pressure today, 
despite the efforts of producer groups 
and governmental agencies all over 
the world to offset the demoralizing 
effects of these changes upon prices. 

“The enlistment of government aid 


has not been limited, however, to raw 


two between non-selling and selling | 


store employes. 


“Study of personnel and employe 
relations will of necessity be more 
scientific and thoughtful than in the 
past,” Mr. Lazarus said. “The de- 
partment or store manager in charge 
of selling must succeed through the 
efforts of his sales people, and he 
will be able to give increasingly in- 
telligent sales service only by careful 
planning to do so. 


“The concentration of all of this 
responsibility with the sales manager 
would seem, also, to be necessary 
because of the rapid change in basic 
economic conditions. We seem to be 
gravitating toward more of a fixed 
price economy. Farm subsidies, the 
high tariffs, minimum wages and 
shorter hours, price fixing laws in 
many states, would seem to mean 
that retail prices in many lines will 
not so easily fluctuate according to 
the laws of supply and demand. 


“Retailing needs to recognize that 
government fiscal policy is inex- 
tricably tied up with retailing oppor- 
tunities and that the rapid changes 
in basic conditions must be met by 
quick adjustments. If this is to be 


commodity producers,” he continued. 
“The late-lamented NRA embodied 
many schemes for freezing prices 


and terms of sale for manufactured | 


goods, so that producers and distribu- 


tors might not have to endure pain- 
| ful readjustments to new conditions. 


“The more recently enacted Fair 


| Trade laws, to permit legally the 


maintenance of resale prices, could 


be justified as a means of preventing | 
an unscrupulous merchant from trad- | 
ing unfairly on a reputation estab- | 


lished by a manufacturer. Actually 
the motivating influence behind those 
laws has been certain vested inter- 
ests, seeking protection from the 
impact of changing conditions. 


BOOMERANG LAWS 


“There is a real possibility that, in 
some cases at least, these laws may 


prove to be boomerangs by fostering | 
competition from _ private | 


keener 
brands and unbranded merchandise. 

“The chief lesson that I get out 
of such examples .. . is that resist- 
ance to deep-rooted changes is not 
effective. The forces which are caus- 
ing the changes are more powerful 
than the barriers which have been 
set up, or which can be set up.” 

As to the future, Mr. Copeland 
said, we can assume that changes 


| will continue to take place, and that 


done effectively, authority for action 
, policies, should be predicated con- 


_ sciously on that assumption. 


must be centralized, and our depart- 
mental or store managers must be 


sensitized to these varying condi- — 
_ ing a new price policy should be to 


tions.” 


business policies, including price 


“One of the first steps in predicat- 


' 


| ADVERTISING — Sherer Equipment ¥& 
| advertised by mail and in leading 


consider how the proposed policy 
will work under various new condi- 
tions that may arise,’ he declared. 
“Then, as new situations begin to 
develop, after a policy has been put 
into effect, efforts should be made to 
appraise the forces at work and 
their momentum, so that prices can 
be adjusted in accordance therewith.” 

Turning next to the opportunities 
which changes create for new in- 
dustries and new _ services, Mr. 
Copeland said: 

“There is need for a direction of 
more energy into the development of 
new products to satisfy new wants, 
and for the aggressive merchandis- 
ing of those products. The produc- 
tive facilities can be provided, and 
potential markets exist. 

“At the present moment, to be 
sure the political situation in this 
country is not conducive to the 
launching of new business enter- 
prises,” he continued. “The launch- 
ing of a new business enterprise 
almost inevitably involves a good 
deal of risk, and only a portion of 
such ventures ever meet’ with 
success. 


INITIATIVE DISCOURAGED 


“If heavy risks are to be taken, 
there must be commensurate oppor- 
tunities for reward to those who are 
successful. Unfortunately, some of 
the words and actions of the present 
administration have been such as to 
discourage the promotion of new 
enterprises. Presumably that is a 
temporary condition. 

“The fact that the federal govern- 
ment has been able to accomplish so 
little in offsetting the effects of 
changing conditions on prices might 
seem to be discouraging. On the 
contrary, that fact may be taken as 
an indication that political and eco- 
nomic democracy will survive. 

“Recently there have been grounds 
for apprehending the rise of a 
totalitarian government in the United 
States. We have witnessed the 
granting of extraordinary discretion- 
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ary powers to the chief executive 
and to the various administrative 


_ boards set up at his behest. We have 


seen him taking the position that he 
welcomes in his party only those 
who will follow his leadership on 
what ke deems to be key questions. 


“The party, in other words, is to 
carry out his program, rather than 
vice versa. In plain language, this 
domination envisages a rubber-stamp 
party, and a rubber-stamp Congress. 
With a Congress thus subject to the 
Leader’s will the government re- 
organization program then could be 
put through and only those members 
of the government service who 
would obey the Leader’s will re- 
tained. 


“Next would come another move 
for so-called reorganization of the 
Supreme Court—and complete domi- 
nation of all branches of the govern- 
ment by the Leader, supported vig- 
orously by a small group of 
right-hand men who enjoy power 
and want more of it. That would be 
a totalitarian state. 


“A totalitarian state, of course, 
nowadays is based largely on eco- 
nomic controls, that is upon govern- 
ment regulation of many factors 
which affect prices and other eco- 
nomic relationships. 


TOTALITARIANISM FAILS 


“One of the most fundamental 
questions, therefore, with reference 
to the recent trends toward totali- 
tarianism in this country, is whether 
we can expect a small group of men 
in Washington, responsible only to a 
powerful Leader, to solve our prob- 
lems of adjustment to a changing 
economic world more effectively than 
they can be solved otherwise. My 
studies of attempts at price control 
have not converted me to. the 
totalitarian point of view. 

“Whatever the immediate future 
may hold in store for us in Washing- 
ton, however, we must not attach 
exaggerated importance to govern- 
ment handicaps, nor expect the gov- 
ernment to solve many of our busi- 
ness problems which arise out of 
changing economic conditions. UlIti- 
mately we shall perceive again that 
the task of correcting past mistakes 


as well as that of meeting new situa- 


tions is one for individual initiative.’ 
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Equipment and Compressor 
Sales go together. Sell both 

on one contract. 

The Sherer Franchise Offers: 
COMPLETE LINE OF CASES, ye 
COOLERS AND BOXES. 

NEW EQUIPMENT constantly + 
under development, opening 
new fields for compressor sales. 
LAYOUT DEPARTMENT — lay- ¥& 
outs for store modernization 
program without obligation. 


“VEGETAIRE” can 
and does pay its 
own woy by in- 
creasing your cus- 
tomers’ soles... 
eliminating spoit- 


trade publications. 


Write for catalog and franchise details, 
mentioning territory desired. 


SHERER-GILLETT CO. » MARSHALL, MICH. 


Manufacturers of Refrigerated Display and Storage Equipment 


SHER 


“VEGETAIRE” > 
meets every requirement for 
Refrigerated Produce Display. 
One or more belongs in every 
ISLAND TYPE market handling produce in 


“VEGETAIRE” 


THE PRODUCE MASTERPIECE 


ege and shrinkage! ©. 


WALL 
TYPE 


your territory. 


SILVER SOLDERED JOINTS. 


COILS 


CONTINUOUS, HEAVY ALUMINUM FINS, .024” 
THICK — ACCELERATING CONDUCTION AND 
CONVECTION. APPROVED .035” WALL TUBING. 


HUMI-TEMPS 


FORCED AIR COOLING WITH HUMIDITY AND 
TEMPERATURE CONTROL. IMBEDDED FIN-TO- 
TUBE CONTACT. STAGGERED TUBING. 


Write for Literature or See Your Local Jobber 


LARKIN COILS, INC. 


General Office and Factory 
519 FAIR STREET, S. E., ATLANTA, GA. 
NEW YORK FACTORY, 102 FIFTH AVE. 
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